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CORPORATE TREASURERS: 


What guides their choice of banks? (See page 33) 


This Month: 


SHOULD BANKS GET INTO REVOLVING CREDIT? by John W. Jones 


PERSONNEL ADMINISTRATION by Dr. E. 8S. Raub and W. H. Klippert 


OPERATING A BIG SMALL-TOWN BANK by Arthur Van Vliissingen 
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Giveaway Ideas 

Sirs: The use of a shiny Indian Head 
penny as a giveaway along with a spe- 
cially designed cardboard replica bank 





was responsible for creating a large 
volume of customer traffic at a recent 
grand opening of our bank’s new 
Pierre Moran Branch. 

The bank obtained 1,500 Indian Pead 
pennies from a correspondent bank, the 
Continental [Illinois National Bank & 
Trust Company of Chicago, and had 
them degreased and bright-dipped in 
acid. They were then mounted on a 
3 x 5 card along with a brief histori- 
cal reference to an Indian chief, Pierre 
Moran, after whom the branch office 
was named. 

The replica banks were designed by 
an Elkhart-box manufacturer, in exact 
replica of our main office. 

JACK A. DONIs, Vice-President, 

The First National Bank of Elkhart, 

Elkhart, Indiana 
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Favorite Folder 


Sirs: Enclosed is a sample of the 
1960 edition of the educational folder, 
“How to Balance Your Checking Ac- 
count.” 

Burroughs Clearing House called at- 
tention to the original edition of the 
folder in your July, 1950 issue. The 
story explained how, in attempting to 
explain to a customer how to balance 





his checking account, I resorted to 
drawing a pictorial diagram. This 
worked so well that the idea was ex- 
panded into a folder, clearly illustrat- 
ing the four steps in reconciling a bank 
statement. 

As a result of the story we received 
hundreds of letters from bankers, re- 
questing permission to use the folder. 
Consequently, we decided to print them 
and make them available to all. Banks, 
nationwide, have been distributing 
copies with good results since then, 
giving them to new checking account 
customers and using them periodically 
as statement stuffers. 

V. T. BARTHOLOMY, Bartholomy 
Associates, 

50 Central Square, Youngstown 3, 
Ohio; 

First Vice-President and Secretary, 

Peoples Bank of Youngstown 
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Service Speed Stressed 


Sirs: In recent promotion the bank 
has been stressing its “Quick Credit” 
service on instalment loans. 





QUICK CREDIT 1: avaiianic «1 at ¢ Tiest Nations Banks 





It is explained that this includes quick 
approval of the application, quick de- 
livery of funds to the applicant or deal- 
er, quick access to our instalment loan 
department through a special entrance, 
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quick free parking, facilities for quick 
payments, and quick complete service 
through our three branches. 

A folder stressing this feature of our 
instalment loan service, and also citing 
other advantages of borrowing from the 
bank through personal and consumer 
loans, was mailed to past and present 
customers and was also used as a state- 
ment stuffer. 

Promotion of the Quick Service con- 
cept was also extended to newspapers, 
magazines, radio, front window display, 
point of purchase signs, wall signs, 
Family News Bulletin articles, plastic 
signs and decals, salesmen’s packets, 
postage meter slugs, dealer calls, and 
neon signs. 

JAMES O. HuFrrort, Vice-President, 

The First National Bank of Allen- 
town, 

Allentown, Pennsylvania 
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Would you recommend this Cali 
plant site to your customer? 


Appearances can be deceiving. This land is located 
at the edge of a California city with 200,000 poten- 
tial customers and an extensive supply of labor—a 
city served by two railroads, two airlines, 19 truck- 
ing firms, and three major highways. In short, this 
is choice industrial park property —an ideal site for 
many types of business and industry. 

Locating, investigating and evaluating Califor- 
nia plant sites is just one of the services Bank of 


One Account Covers All California 






















America extends to its correspondents. Whatever 
your requirements—credit information from Red 
Bluff, trade reports from a man-on-the-spot in 
Beirut, or direct routing on transit items from 
cities in any part of the state— Bank of America 
can assist you. For complete correspondent service, 
write, wire, or call: Corporation and Bank Rela- 
tions Department, 300 Montgomery Street, San 
Francisco. Or 660 So. Spring Street, Los Angeles. 


BANK OF AMERICA 


NATIONAL TRUST AND SAVINGS ASSOCIATION 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing Housc 














2 BS SS. See eee 


Fr Ee lL 863h06Veee 


~~ 

















TRENDS 


IN FINANCE 








Education: Prime Need 
Of Small Business 


While capital, credit, tax advantages, 
and contracting privileges with Govern- 
ment procurement agencies loom high 
in the plans of the builders of the Small 
Business Investment Company program, 
brainpower manifests itself as the chief 
asset small business needs to develop, 
if it is to maintain its economic stand- 
ing. 

Broad future. This was the theme of 
the first annual meeting of the newly- 
formed National Association of Small 
Business Investment Companies in 
Washington last month. The licensing of 
the 50th S.B.I.C. took place at the time 
of the new organization’s initial meet- 
ing, Thomas Grant, Jr., elected presi- 
dent of the Association, sketched a 
broad future for small business invest- 
ment marked by the rising of new prob- 
lems as rapidly as older ones are 
eliminated. Mr. Grant is senior vice 
president and trust officer of the First 
Union National Bank of North Caro- 
lina, Charlotte. 

A short time before the N.A.S.B.I.C. 
meeting, the Bureau of National Affairs, 
in Washington, invited small business 
representatives from all over the coun- 
try to a conference on “Government 
Sources for Business Financing.” More 
than a dozen S.B.A. officials, top experts 
in their departments, discussed Federal 
business financing programs with the 
group. Philip McCallum, the newly in- 
stalled Administrator of S.B.A., told 
the conferees that there is danger of 
ever-emphasis on the dollar. 

Problems defined. “I would like to 
direct my remarks,” he said, “to a 
subject which has a bearing on the 
ability of a business to obtain financing, 
but which is even more important in 
determining whether the business will 
succeed or fail. I refer to the quality 
of its management. 

“Each year, even when the nation is 
experiencing general prosperity such as 
we have at the present time, several 
thousand of our business firms fail,” he 
added. “Practically all of them are small 
businesses and practically all of them 
close their doors during the first few 
years of-operation . . . If you ask these 
business owners why they failed, just 
about all of them would say it would be 
for such reasons as competition by 
larger firms, high taxes, poor location, 
and above all needed financing. 

“Yet the fact is that about nine out of 
every 10 business failures are directly 
attributable to lack of managerial abil- 
ity or necessary experience. In other 
words, the failures need not have 
occurred if the business owners had had 
sufficient experience before they began 
their businesses, or if they had taken 
steps to acquire additional experience 
and management skill once they had 
their businesses under way,” he said. 
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From left, President Brunie, J. L. Loeb, 
and S.B.A. regional director A. E. Long 


Form the 50th S.B.1.C. 


Educational program. At the N.A.S. 
B.1.C. meeting, Mr. Grant emphasized 
that “the time has come for an aggres- 
sive educational program wherein the 
Association will publish and distribute 
basic informational material to both the 
small business community and the Small 
Business Investment Company, which 
will educate the former as to what our 
members have to offer in the way of aid, 
not only through capital but through 
management skills. 

“A feature of our program which will 
be given emphasis during the coming 
year will be a series of regional meet- 
ings—working sessions—for managers 
of the S.B.I.C.’s,” he added. “Such a 
program is already under way in the 
Baltimore-Washington area, and has 
given us an experience which should 
prove of value in guiding the antici- 
pated meetings. 

“The representatives of six licensees 
and two other groups with Notices to 
Proceed have been meeting monthly 
around a table to discuss basic problems 
such as: forms and procedures; partici- 
pations; investment policies, and the 
like,” he continued. 

“N.A.S.B.LC. is ready to furnish 
leadership in the organization of such 
conferences in other sections of the 
country,” Mr. Grant said. “Those par- 
ticipating in the Baltimore-Washington 
meetings will tell you how invaluable 
they are proving and how they wish 
these could have been initiated months 
ago, for through them they are now 
learning procedures and details which 
ordinarily would have taken weeks or 
even months of individual digging to 
discover.” 

New officers. At the initial N.A.S. 
B.I.C. meeting, the following officers 


were installed: President, Mr. Grant; 
First vice president, Stephen A. Calder, 
Fort Lauderdale, Fla., president of the 
Southeastern Investment Co. of Florida; 
Second vice president, Robert B. Kay, 
of Greenville, S.C., attorney and direc- 
tor of the Merchants Investment Co.; 
Secretary, Alan K. Ruvelson of Minne- 
apolis, Minn., president of the First 
Midwest Small Business Investment 
Co.; Treasurer, Howard I. Green, of 
Philadelphia, Pa., president of the Small 
Business Investment Co. of Pennsyl- 
vania; and General Counsel, Charles G. 
Noone of Washington, D.C., attorney. 

The formation of the Empire Small 
Business Investment Co., Inc., was an- 
nounced in New York. It has $2.5 million 
of capital funds, the largest initial 
capital of any small business investment 
company chartered to date. 

The company is sponsored by the 
Empire Trust Company and Carl M. 
Loeb, Rhoades & Co. of New York. 
Henry C. Brunie, president of the Em- 
pire Trust, said his bank had made the 
maximum investment permitted by law, 
i per cent of capital funds or approxi- 
mately $110,000. The Empire holds 8.6 
per cent of the common stock plus a 
small amount of preferred. Of the $2.5 
million capital two-thirds is preferred 
and one-third is common, Carl M. Loeb, 
Rhoades & Co., have made slightly 
larger investments, not being limited 
by banking laws. The remainder of the 
new company’s shares have been placed 
privately among customers of the bank 
and the investment firm. 

Consultants, too. In addition to sup- 
plying funds, chiefly through purchase 
of convertible debentures of small busi- 
ness companies, the new S.B.I.C will 
provide certain management services to 
borrowers on a fee basis. Mr. Brunie 
said he already had a long list of pro- 
spective users of the new company’s 
available funds although, he said, none 
had as yet been committed. 

Directors of the new company in 
addition to Mr. Brunie, who will be its 
president, include Dean Mathey and 
M. Stuart Roesler, from Empire Trust, 
and John L. and Henry A. Loeb and 
Thomas Kempner from the . Loeb, 
Rhoades firm. Mr. Roesler will be execu- 
tive vice-president, Arthur P. Morgan 
and Peter Dixon will be vice presidents 
and Charles F. Trayes will be treasurer 
and secretary. 

Financing prospects. Mr. Brunie said 
that “it is hoped that we will be able to 
bring our customers [of the new 
S.B.1.C.] along to the point where they 
will be bankable and where they can 
look forward to obtaining money 
through security offerings. If we can 
do this the aims of the 1958 small busi- 
ness investment company act will have 
been achieved.” 

The Empire Small Business Invest- 
ment Co. is the fiftieth organization of 
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its kind chartered to date by the Small 
Business Administration and is the fifth 
in the New York City area. There are 
two previously incorporated companies 
which now have greater capital funds 
through public financing—Electronics 
Capital Corp., which recently raised $16 
million, and Tennessee Investors, which 
raised $6 million: About 45 charters 
were pending at the Small Business 
Administration as 1959 ended. 
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The New Decade 


Anyone who is the least bit skeptical 
about the United States economy and 
its role in the next decade should read 
“New Forces in American Business.” 

The 279-page analysis of the coun- 
try’s potential for the ’60s was pre- 
pared by Dexter Keezer and the staff 
of the economics department of Mc- 
Graw-Hill Publishing Company. It is 
based on reports from some of the 600 
editors working on McGraw-Hill’s 40 
business and industrial publications, as 
well as information compiled by the 
economics department from other seg- 
ments of the economy. 

Mr. Keezer and his staff point out 
that American business will grow and 
prosper in the ’60s and “there are no ifs, 
ands, or buts” about this forecast. They 
feel that our economy is quite different 
from that of the ’80s, and the changes 
are of such scope and magnitude that 
we have strong future supports. 

They optimistically predict greater 





Forecasts prosperous ’60s 


business investment for new production 
facilities; growing business research 
that will lead to new products, new ma- 
chines, and more and more sales; con- 
tinuing increases in middle-income fam- 
ilies and much greater demand for con- 
sumer durable goods; and extensions in 
consumer credit. Discussed also are the 
government’s role; the encouragement 
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In Correspondent Banking... 


TRANSIT 
FACILITIES Count! 


Through round-the-clock transit facilities, 
The First National Bank of Miami 
processes a greater annual volume 


of transit items than any other 
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southeastern United States. For rapid 
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depend on the transit facilities of 
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Florida's largest bank. 
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of competition; the control of inflation; 
farm price supports; and increasing 
trade and business abroad. These points 
are supplemented by 23 charts and 
several appendices. 

The book is priced at $4.75 per copy. 
It can be obtained from McGraw-Hill 
Book Company, 330 West 42nd Street, 
New York City, 36. 
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Money Market Eases; 
Fed Actions Help 


The most tumultuous money market 
in nearly 30 years ended 1959 on a quiet 
note as the Federal Reserve Board 
supplied concentrated seasonal aid to 
offset a record pre-Christmas rise in 
money in circulation. 

The first of two steps taken by the 
Fed on December 1 allowed “country” 
banks having vault cash in excess of 
4 per cent of net demand deposits to 
count the excess as a part of required 
reserves. Reserve city institutions were 
permitted to add any excess of 2 per 
cent to their reserve count. This move 
added an estimated $155 million to the 
reserves of country and reserve city 
banks, despite the absence of excess 
vault cash in central reserve institu- 
tions in New York and Chicago. 

The second action, the most important 
among several technical amendments of 
Regulation D, excluded drafts drawn 
on a member bank’s reserve account 
and similar authorizations from the 
definition of gross demand deposits. 
The ruling added about $30 million to 
bank reserves in the first week, but is 
expected to average closer to $75 mil- 
lion. 

The Board explained that it was not 
departing from its monetary restraint 
policy with these actions but was mov- 
ing to remedy reserve inequities per the 
1959 Act of Congress. 

Under this law the Reserve Board 
can allow all vault cash to be counted 
as reserve. Vault cash now averages 
$2.2 billion for all member banks. 
Within the next two years, however, 
the Board must eliminate the differen- 
tial in reserve requirements against 
central reserve city banks which is 
now 1% per cent. 

Contributing to the easier tone in the 
money market at the year end was the 
substantial late-in-the-season aid given 
by the Reserve banks through bill pur- 
chases and the less than expected vol- 
ume in commercial loans. Ease was 
noticed chiefly in commercial bank 
positions; open market money rates 
ended 1959 around top levels and some 
short-term instruments were in less 
strong demand. This came about because 
many steel and auto firms and other 
companies had need for funds that had 
gone into Treasury bills, commercial 
paper and acceptance markets during 
the steel shutdown. 

Last year saw rediscount rates go 
from 3 to 4 per cent in two jumps; the 
“prime rate” for bank commercial loans 
from 4 to 5 per cent, also in two jumps 
and an unusually long series of changes 
in Treasury bill yields, commercial 
paper and bankers acceptances. Yield 
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New Issues-195Q 


Purchased and Offered by Halsey, Stuart & Co. Inc. alone or with associates* 


Amount of 
Issue 


10,246,000 
40,000,000 


120,000,000 


26,900,000 
23,300,000 
44,000,000 
11,400,000 
15,925,000 
25,000,000 


20,245,000 
10,700,000 
32,000,000 


26,000,000 
40,000,000 
20,000,000 
81,762,000 
71,750,000 
75,000,000 
29,704,000 
18,800,000 
22,876,000 
26,237,000 
15,991,000 
39,736,000 


400,000,000 


50,000,000 
12,667,000 
53,000,000 
25,000,000 
10,000,000 

9,700,000 
25,480,000 
85,000,000 
20,000,000 
13,025,000 

9,875,000 


Due 1960-99 


BUFFALO, NEW YORK 

2%% Bonds, Due 1959-74 

CHICAGO, ILL.+ 

3% & 3%4% Bonds, Due 1960-77 

CHICAGO-O’HARE INTERNATIONAL 

AIRPORT?Tt 4%4% Rev. Bonds, Due 1999 

CINCINNATI, OHIO+ 

3Y4% & 342% Bonds, Due 1960-89 

CONSUMERS PUBLIC POWER DIST., 

NEBR.+} Var. Rates Rev. Bonds, Due 1963-92 

COOK COUNTY, ILL.+ 

4% Bonds, Due 1960-77 

DALLAS, TEX. 

Var. Rates Rev. Bonds, Due 1959-79 

DETROIT, MICH.+ 

Var. Rates Bonds, Due 1960-84 

EAST BAY MUN. UTILITY DIST., 

CALIF. Var. Rates Bonds, Due 1960-94 

12,500,000 HAWAII, TERRITORY OFt 

Var. Rates Rev. Bonds, Due 1961-89 

HOUSTON, TEX.+ 

Var. Rates Bonds, Due 1960-84 

HUMBOLDT BAY MUN. WATER DIST., 

CALIF.} Var. Rates Bonds, Due 1964-98 

INDIANAPOLIS-MARION COUNTY 

BLDG. AUTH., IND.t+t 4%% &« 4%% 

Rev. Bonds, Due 1963-99 

LOS ANGELES SCHOOL DISTRICTS, 

CALIF.+ 3%% Bonds, Due 1960-84 

LOS ANGELES CO. FLOOD CONTROL 

DIST., CALIF.+ 4% Bonds, Due 1960-89 

LOUISIANA, STATE OFt 

Var. Rates Bonds, Due 1960-81 

MASSACHUSETTS, COMMONWEALTH 

OF? Var. Rates Bonds, Due 1960-2009 (2 issues) 

MASSACHUSETTS PORT AUTHORITYt 

4%% Rev. Bonds, Due 1998 

MICHIGAN, STATE OF} (2 issues) 

Var. Rates Rev. Bonds, Due 1960-85 

MICHIGAN SCHOOL DISTRICTS 

Var. Rates Bonds, Due 1959-89 (19 issues) 

MILWAUKEE, WIS.t 

3% & 2.90% Bonds, Due 1960-79 

MINNESOTA, STATE OF} 

3% Certificates, Due 1964-76 

NASSAU COUNTY, N. Y.t 

3%% Bonds, Due 1960-88 

NEW HAMPSHIRE, STATE OF 

3%% Bonds, Due 1960-88 

NEW YORK SCHOOL DISTRICTS 

Var. Rates Bonds, Due 1959-89 (17 issues) 

NEW YORK STATE POWER AUTH.+ 

Var. Rates Rev. Bonds, Due 1965-79 & 2006 (2 issues) 

NEW YORK STATE THRUWAY AUTH.{ 

Var. Rates Rev. Bonds, Due 1966-79 & 1996 

OAKLAND COUNTY, MICH. 

Var. Rates Bonds, Due 1960-89 (2 issues) 

OREGON, STATE OFf (2 issues) 

Var. Rates Bonds, Due 1964-65 & 1972-75 

PENNSYLVANIA GENERAL STATE 

AUTH. Var. Rates Rev. Bonds, Due 1962-86 

PENNSYLVANIA STATE HIGHWAY & 

BRIDGE AUTH. Var. Rate Rev. Bonds, Due 1961-80 

PENNSYLVANIA STATE PUBLIC SCHOOL 
BLDG. AUTH. Var. Rates Rev. Bonds, Due 1960-80 

PHILADELPHIA, PA.t+ 

Var. Rates Bonds, Due 1960-89 

PORT OF NEW YORK AUTH.+ 

Var. Rates Rev. Bonds, Due 1960-79 & 1989(3 issues) 

SALT RIVER PROJECT, ARIZ.+ 

Var. Rates Bonds, Due 1960-92 (2 issues) 

VERMONT, STATE OFt 

3%% Bonds, Due 1960-79 

WASHINGTON, STATE OFt 

Var. Rates Rev. Bonds, Due 1960-77 


Tax-Exempt 


$ 10,000,000 ALABAMA HIGHWAY AUTHORITY? 
Var. Rates Rev. Bonds, Due 1961-80 
22,750,000 BIRMINGHAM INDUST. WATER 
BOARD, ALA. Var. Rates Rev. Bonds, 





226,906,000 ADDITIONAL TAX-EXEMPT BONDS— 


(117 issues) 
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es Corporate 


$15,000,000 BOSTON EDISON COMPANY 


Underwriting 
Interest 


First Mtge. Bonds, Series G, 54% Due 1989. . . . $ 3,400,000 


5,100,000 CHESAPEAKE AND OHIO RAILWAY 
Equip. Trusts, 444% & 4% % Ctfs., Due 1960-74 a 
5,130,000 CHICAGO, ROCK ISLAND AND PACIFIC RAILROAD 
Equip . Trust, Series U, 44% Ctfs., Due 1959-74 
25,000,000 COLUMBIA GAS SYSTEM, INC. 
5% % Debentures, Series N Due 8984... -.- 2 6 © «© 
25,000,000 FLORIDA POWER & LIGHT COMPANY 
First Mtge. Bonds, 5% Series due 1989 . . 2. « »« 
18,000,000 GEORGIA POWER COMPANY 
First Mtge. Bonds, 5% % Series due 1989 . . 
20,000,000 INDIANA & MICHIGAN ELECTRIC COMPANY 
First Mtge. Bonds, 4% % Series, due 1988. . . 
8,000,000 JERSEY CENTRAL POWER & LIGHT COMPANY 
First Mtge. Bonds, 54% Series due 1989 TLEe Dae Ge 
7,320,000 LOUISVILLE AND NASHVILLE RAILROAD 
Equip. Trust, Series U, 442% Ctfs., Due 1960-74 . « 
30,000,000 MICHIGAN BELL TELEPHONE COMPANY 
35 Year 4%% Debentures, Due August 1,1994 . . . 
5,000,000 MISSISSIPPI POWER COMPANY 
First Mtge. Bonds, 5%% Series due 1989 . . 2. « « 
15,000,000 MONTANA POWER COMPANY 
First Mtge. Bonds, 442% Series due 1989 . . 
20,000,000 NATURAL GAS PIPELINE COMPANY OF AMERICAt 
First Mtge. Pipeline Bonds, 4% % Series due 1979 . . 
45,000,000 NEW ENGLAND TELEPHONE AND TELEGRAPH 
COMPANY 35 Year 5% % Debentures, Due Sept. 1, 1994 
7,350,000 NORFOLK AND WESTERN RAILWAY 
Equip. Trust, Series G, 44% % Ctfs., Due 1959-74 om 
20,000,000 NORTHERN ILLINOIS GAS COMPANY 
First Mtge. Bonds, 5% Series due June 1,1984 . . 
25,000,000 NORTHERN INDIANA PUBLIC SERVICE COMPANY 
First Mtge. Bonds, Series J, 442% Due 1989 . . . « 
10,755,000 NORTHERN PACIFIC RAILWAY 
Equip. Trusts, 4%% & 4%4% Ctfs., Due 1960-74. . . 
30,000,000 OHIO EDISON COMPANY 
First Mtge. Bonds, 444% Series of 1959: due 1989 . . 
25,000,000 OHIO POWER COMPANY 
First Mtge. Bonds, 4% % Series due 1989 . . 
20,000,000 PUBLIC SERVICE COMPANY OF COLORADO ~ 
First Mtge. Bonds, 4% % Series due 1989 . . 
8,000,000 PUBLIC SERVICE COMPANY OF NEW HAMPSHIRE 
First Mtge. Bonds, Series K, 54% due 1989 . . ‘ 
20,000,000 PUGET SOUND POWER & LIGHT COMPANY+ 
First Mtge. Bonds, 542% Series due 1989 . . 
12,000,000 ROCHESTER GAS AND ELECTRIC CORPORATION 
First Mtge. 5% Bonds, due 1989, Series S ; 
70,000,000 SOUTHERN BELL TELEPHONE AND TELEGRAPH 
COMPANY 35 Year 542% Debentures, Due 1994. . 
12,000,000 SOUTHERN PACIFIC COMPANY 
Equip. Trusts, 44%% & 4%4% Ctfs., Due 1960-74. . . 
25,000,000 SYLVANIA ELECTRIC PRODUCTS INC.t¢ 
52% Sinking Fund Debentures, due 1984 . . 
50,000,000 TENNESSEE GAS TRANSMISSION COMPANY t 
First Mtge. Pipeline Bonds, 54% Series due 1979 . . 
6,100,000 UNION LIGHT, HEAT AND POWER a 
First Mtge. Bonds, 5% Series Due 1989 . . 
8,000,000 WISCONSIN PUBLIC SERVICE CORPORATION 
First Mtge. Bonds, Series due 1989,54%4%. . . « « 





11,000,000 ADDITIONAL PUBLIC UTILITY BONDS (3 issues) 
21,150,000 ADDITIONAL EQUIPMENT TRUST CERTIFICATES 
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2,850,000 
1,980,000 
2,900,000 
6,100,000 
3,350,000 
9,450,000 
2,800,000 
2,670,000 
3,700,000 
1,450,000 
2,350,000 
1,590,000 
7,200,000 
3,600,000 
3,200,000 
4,300,000 
5,055,000 
6,000,000 
5,350,000 
5,400,000 
4,700,000 
4,700,000 
2,650,000 
3,850,000 
4,050,000 
2,265,000 
2,770,000 
4,050,000 
4,450,000 


7,500,000 
13,575,000 


Descriptive circulars or prospectuses, where available, and current quotations will be supplied for 


any of these securities upon request. 
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rates on new Treasury bills rose from 
an average rate of 2.81 per cent in 
December, 1958, to well over 4.50 per 
cent last month. Average rates on 
commercial paper (both dealers’ and 
finance companies’) and bankers accept- 
ances closed the year 1% to 1% per 
cent higher. Similar sharp advances in 
yields occurred in long-term Govern- 
ment and corporation bonds. 
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Psychologist Helps Bill 
Collectors Triple Business 
A novel approach to bill collection has 
paid off handsomely for National Ac- 
counts System, Inc., Chicago, which 


uses psychological techniques to over- 
come objections of people who owe 
money and don’t feel obligated to pay. 

Vary approaches. Word association 
tests are among the innovations being 
used. Collectors may be “nice,” for ex- 
ample, and call the customer’s attention 
to his “small” account, or be “humili- 
ating” and refer to his “petty” account. 
Other psychological twists include: the 
mailing of notices so the debtors receive 
them on Fridays, payday for most peo- 
ple; the use of fear and anxiety in con- 
tacting debtors, whereby collectors vary 
appeal from hitting a person’s self re- 
spect to urging him to set a good ex- 
ample for his children; and the reduc- 
tion of correspondence in favor of more 











“ARIZONA A 
MANUFACTURING 
= STATE?” 


“Why ... it’s all Indians and 
dude ranches!” 

























Gentlemen, it may intrigue you 
to note that our manufacturing 
is now a very solid reality, cur- 
rently furnishing employment to 
more than 45,000 people and 
turning out $45 million worth of 
goods monthly. 
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Number Payroll (in Output (in 

: Year Employees millions) millions) 
b 1949 14,500 $ 42.8 $120 
1958 40,300 212.5 490 

Zz And while we have your atten- 


tion, please glance at our building 
industry’s progress: 


Re 


‘ Number Payroll (in Output (in 
\ Year Employees millions) millions) 
% 1949 10,300 $ 32.6 $110 
WY Wm 1958 26,700 150.2 500 
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Dr. Barnes coaching collector 


telephone calls, to make the approach 
more personal and harder to shrug off. 
To stimulate the effectiveness of its 
phone calls, recordings have been made 
of collection conversations at National 
offices and these have been analyzed to 
show the best approaches for collectors 
to use in future calls. 

Spearheading the new collection ap- 
proach is Dr. E. H. Barnes, former col- 
lege psychology instructor, who is in 
charge of National Account’s research 
department and handles personnel for 
its seven bill collection agencies in the 
Chicago area. 

Collections up. Gordon Fletcher, presi- 
dent and chief owner of National Ac- 
counts System, points out that since 
Dr. Barnes arrived on the scene, a little 
over two years ago, collections have 
spurted from $50,000 a month to $170,- 
000 a month. He adds that the recovery 
rate averages 79 per cent collection on 
all accounts National can locate. 

Dr. Barnes, he continues, has brought 
in many new customers who had never 
considered use of bill collectors be- 
fore. But the best testimonials to the 
effectiveness of his new _ techniques 
come from veteran purveyors of credit, 
such as department store credit man- 
agers George Gersten, of Mandel 
Brothers, and Joseph A. White, of the 
Fair. They state that collection aver- 
ages have gone up and there are no 
complaints from customers regarding 
the tactics employed. 
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Pension Plan Problems 


Recent developments in the field of 
pension plan funding revolve around 
two basic problems, according to Victor 
A. Lutnicki, vice-president, John Han- 
cock Mutual Life Insurance Company, 
Boston. 

The first problem, he said, is the 
increased cost of pension funding, and 
the other is the fluctuating value of the 
dollar. 

“These problems have caused an in- 
creasing part of the country’s total 
private pension reserves to be invested 
in common stocks,” he added. “Al- 
though insurance companies have been 
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committed to a policy of guaranteed 
benefits and investment returns, they 
have always found ways to accommo- 
date their policies to the changing de- 
mands of the market.” 

New developments in insurance com- 
pany pension funding practices that 
are responsive to these demands in- 
clude: the crediting of investment re- 
turns to reflect more directly the higher 
earning capacity of funds currently 
invested in comparison with older in- 
vestments; allowing the employer to 
specify the amounts of his pension 
fund share that will go to the insurance 
company’s common stock or its bond 
or mortgage portfolios; special funding, 
a guaranteed type of retirement benefit, 
which allows the employer to avail him- 
self of equity financing at his own risk; 
and variable annuities, whereby pension 
fund reserves are placed in common 
stocks, to provide non-guaranteed bene- 
fits depending on investment experience, 
Mr. Lutnicki contended. 

Government evaluations of pension 
funds, he concluded, are likely to favor 
the development of special funding ar- 
rangements as an auxiliary aid to in- 
sured plans, and to disfavor other de- 
vices that do not maintain a similar 
balance between the need for guaran- 
teed benefits and flexibility in funding. 
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Credit Booming. Keeping 
Pace with Peak Income 
New highs in instalment credit are 
currently supported by an _ all-time 
record in net disposable income, accord- 
ing to the American Finance Confer- 
ence in its new fact book, “Sales Fi- 


*nancing and Better Living.” 


AFC, the national association of in- 
dependent finance companies, points out 
that U.S. personal income of $335 bil- 
lion annually at mid-1959 was 8 per 
cent above the recession low, while the 
ratio of consumer instalment debt to 


Booklet cites prospects 
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personal after-tax income was slightly 
lower than at several recent year-ends. 
In relation, the fact book shows that 
outstanding instalment debt at mid- 
1959 stood at 10.7 per cent of net in- 
come, as compared with year-end ratios 
of 10.6, 10.9, 11.1 and 10.7 per cent for 
1955, 1956, 1957 and 1958, respectively. 

Repayment records are _ excellent, 
adds the AFC. To support its views, 
it notes that most cars were bought 
on time and estimates that nearly 
three out of every four are now free 
of purchase debt, as is the overwhelm- 
ing bulk of all other goods bought on 
time. 

Added safety for instalment buying 
families, it declares, is afforded by 
various forms of insurance available to 
them. Credit life insurance coverage, 
for instance, amounts to $214 billion, 
while total instalment debt at mid-1959 
was $35.8 billion. 
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Great Future Forecast 
for Leasing Business 


The business of leasing capital equip- 
ment and facilities to corporations is 
filling a need for supplemental financing 
just as consumer financing and term 
loans did 15 or 20 years ago, according 
to Gordon D. Brown, vice-president, the 
Bank of New York, New York City. 

Profitable field. Properly handled 
leasing can be safe and profitable for 
banks or any other lenders, he added, 
in a talk before a briefing session on 


From left, D. Boothe, at podium, G. Brown and D. R. Gant at A.M.A. meeting 





Point out parallel between leasing and early car financing 


leasing of industrial facilities conduct- 
ed by the American Management Asso- 
ciation December 9-11 at the Hotel 
Astor in New York. 

Mr. Brown, whose bank is a specialist 
in the field, spoke on leasing from the 
standpoint of lenders—what they seek, 
what they examine and what they 
require. About 60 business and finan- 
cial executives attended the sessions. 

A ready market for the equipment 
is of importance to all lenders, cau- 
tioned Mr. Brown. Lessors, he said, 
also should be sure that their assump- 
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tions on depreciation and taxes are 
sound. 

The leased assets should be vitally 
needed in the lessee’s operations and 
the earnings they create should affect 
overall cash flow so as to assure cover- 
age of all debt and lease servicing 
obligations by a considerable margin, 
continued Mr. Brown. To assure a good 
credit, good papers should be drawn 
by experienced attorneys. Principally 
because of tax regulations, a lease 
should be carefully analyzed to make 
sure it is a true lease and not a condi- 
tional sales agreement, he said. 

Many facets. The greatest leasing 
activity at the present time, Mr. Brown 
noted, is in plant equipment, including 
machine tools and store fixtures; small 
portable business machines, such as 
typewriters and calculators; material 
handling equipment such as lift-trucks; 
vending machines and ice cream cab- 
inets; containers, such as gas bottles 
and beer barrels (including pallets) ; 
and in passenger cars, on both short- 
and long-term contracts, with or with- 
out maintenance, and also for trucks 
and trailers under similar conditions. 

No pat formula can be established 
that will assure availability of funds 
for leases; in tight money periods most 
banks try to be as selective as possible, 
for they have to take care of old cus- 
tomers, the Bank of New York officer 
declared. The money market too has 
its preferences, as do lenders other 
than banks, some of which are less 
restricted by law. The credit of the 
lessee, its standing in its industry, and 
what the leased equipment will mean to 
it count heavily in lenders’ judgment; 
they. also appraise growth probabilities 
as well as what would happen should 
there be the necessity of operating on 
smaller volume, he added. 

D. P. Boothe, Jr., president of Boothe 
Leasing Corporation, pointed to the 
present position of leasing companies 
as being analogous to that of auto- 
mobile finance companies 40 years ago. 
He predicted startling growth in years 
to come, with more and more credit, 
including the use of revolving funds. 
Leasing companies today have to com- 
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pete for none too plentiful money 
supplies, he continued, and are willing 
to make a portion of their profit through 
eventual re-leasing or sale of leased 
property at residual value. But they 
will not gamble on a loss, he said, so 
they try to recover during the period 
of a lease most of the leased property’s 
value, plus expenses and a small profit. 

Government approval. He noted that 
leasing affected a corporation’s working 
capital to a smaller degree than did 
purchase; it also had a distinct place 
in defense contracts since the Defense 
Department looks coldly at interest 
deductions but approves rentals. Leas- 
ing also is rising in importance as an 
alternative to term loans from banks. 
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Midwest Securities Mart 
Has a Big Year 


The Midwest Stock Exchange broke 
all previous records in reaching its first 
$1 billion fiscal year on November 30, 
1959, reports the “Midwest Stock Ex- 
change News,” the  organization’s 
monthly newsletter. 

Not only was Midwest’s $1,375,- 
000,000 volume up 37 per cent over 
the previous 1958 peak, but share vol- 
ume hit 33,500,000 to post a 20 per 
cent gain, the report adds. 

Highlights during the year included: 
trading volume went over the 100,000 
mark on 224 days, compared to 157 in 
1958; Midwest’s 89 exclusive issues rose 
33 per cent above 1958; and the average 





Smaller exchange sets pace 


share price rose from $34.84 to $41, ac- 
cording to the publication. 

The chart above shows Midwest’s 
comparative growth in relation to other 
major stock exchanges. 
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Farm Equipment Firm 
Forms Financing Outlet 


Minneapolis-Moline’s new financing 
subsidiary, Pioneer Equipment Finance 
Company, is a move toward diversifica- 
tion, states J. Russell Duncan, chairman 
of the farm equipment firm. 

He points out that the new finance 
company, headed by Stacy Angle, vice- 
president of Minneapolis-Moline, will 
finance purchases of Moline equipment 





by farmers and industrial concerns. 

“Our entrance into the financing field 
is one to which we have given con- 
siderable study,” Mr. Duncan adds. “We 
feel that. the move will prove a distinct 
convenience to customers and allow us 
to add to our earning power.” 

The Pioneer operation will maintain 
headquarters in Hopkins, Minnesota. 
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Fed Deposit Study 


The behavior of deposit velocity, over 
the business cycle and over longer pe- 
riods, with emphasis on the institutional 
and structural forces determining this 
behavior are treated in a new Federal 
Reserve booklet. 

Entitled “Deposit Velocity and Its 
Significance,” the 92-page report by 
George Garvy discusses how the flow 
of funds through the economy reflects 
the rate of turnover of the money sup- 
ply as well as the size of the money 
supply itself. It also points out how the 
turnover influences the changing credit 
situation and credit policy. 

Cash balances, the flow of check pay- 
ments, velocity in the long run, and the 
outlook for velocity are given expert 
analysis in the study, which is well 
supplemented with statistics, charts and 
tables. 

Copies of the booklet are available 
from the Publications Division, Federal 
Reserve Bank of New York, New York 
City 45, at 60 cents per copy. Educa- 
tional institutions qualify for a special 
rate of 30 cents per copy. 
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Youngster is inoculated with vaccine from Chas. Pfizer & Co. Inc., world famous pharmaceutical manufacturer 
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The Banker and Philanthropy-Great Partners 


By Charles A. Anger, Chairman of the Board, John Price Jones Company, Inc. 











Not long ago, the presidents of the 
seven clearing-house member banks in 
a midwest city enlisted as team cap- 
tains and then recruited 44 other bank 
officers and branch managers to power 
the Community Chest drive. 

For the third consecutive time, a 
vice-president of one of New York’s 
largest banks acted as chairman for 
a national drive for the benefit of 
retarded children. 

These examples are typical of the 
way banks throughout the nation aid 
charitable campaigns in their commu- 
nities, from the smallest rural town to 
the largest of our metropolitan centers. 

Provide leadership. There seems to 
be a natural affinity between banking 
and philanthropy. This arises, I think, 
from two facts: the central position 
which a bank holds in any community 
and the business statesmanship which 
every bank must exercise if it is to 
maintain its proper stature in the 


community. 
It has always been of interest to me 
















































































Frank Sinatra and Staley M. Stafford, 

chairman, Fidelity Bank, Los Angeles, 

and head of the Reiss-Davis Clinic 

building fund drive, display sketch 
of proposed $750,000 center 


Celebrities provide support 


to see how some of my banking friends 
have been among the first to sense a 
need and to express it through appeal 
and action. Bankers were the first to 
help set in motion the great Unemploy- 
ment Emergency Relief drives in New 
York during the early. thirties. After 
them came the various campaigns for 
help to our allies in World War II— 
the British War Relief, Bundles for 
Britain—as well as French, Dutch, 
Greek and other war relief movements. 
Now we find banking organizations 
involved in the big hospital and medical 
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Bankers represent largest single group in American Cancer Society’s National 
membership. Helping to map strategy at the recent New York City meeting were: 
left to right, C. G. Rye, Midland National Bank, Billings, Montana; H. A. Brink- 
man, formerly with Harris Trust and Savings Bank, Chicago; H. McEnerny, Jr., 
National American Bank of New Orleans; Dr. C. M. Lund, First National Bank, 
Williston, North Dakota; F. H. Block, Citizens Bank of Thibodaux, Louisiana; Col. 
C. W. Daugette, Jr., First National Bank, Jacksonville, Alabama; F. A. Duran, 
First National Bank of Auburn, Alabama; W. I. Stoddard, Michigan National Bank, 
Grand Rapids, Michigan; L. J. Gable, Security Mutual Bank and Trust Company, 
St. Louis; D. E. Stoddard, People’s Savings Bank, Providence, Rhode Island; and 
W. H. Cantwell, People’s Bank and Trust Company, Wilmington, Delaware 


education campaigns and also, to a 
certain extent, with the drives directed 
toward improvement of our educational 
institutions. 

Wide acquaintanceship. The public 
shows a natural tendency to turn to 
the banking community whenever the 
subject of fund-raising arises. Certain- 
ly the local banker is the logical man 
to turn to when discussing chairman- 
ships and personnel for committees. 
The banker is bound to have a wide 
acquaintance among the business men 
and knows who are energetic and 
community-minded. One great New 
York City bank maintains a depart- 
ment which specializes in information 
about various philanthropies, for peo- 
ple who have the thought of a testa- 
mentary gift prominent in their minds. 

Although always alert to stay within 
the bounds of law and good taste, trust 
departments the country over have 
often facilitated in one degree or an- 
other gifts toward philanthropic causes. 

Many persons blessed with wealth 
are actually eager to find a cause or 
causes that really accomplish what 
they want to see done. The tax savings 
to be accomplished are well known and 
a common service of banks is to point 
out the exact detail of such savings. 
Part of the service of fund-raising 
counsel is in bringing about a meeting 
between the right donor and the right 
beneficiary. 

Spur promotion. The fund-raiser’s 
expert knowledge of corporate and 
foundation policies and personnel is a 





Leadership and contacts place them in forefront 








part of his stock in trade. He helps to 
organize and dramatize a cause; often 
his role is to counsel patience and care- 
ful preparation, to insist on adequate 
planning and the assembling of the 
kind of facts that are convincing in 
themselves. This approach goes hand 
in hand with good banking practice and 
it is commonplace for the counselor in 
fund-raising to find his most rewarding 
association with bankers. 


No cause too small 


Mrs. Sidney Searles, Interfaith, Inc., and 

John A. Murphy, vice-president, Trade 

Bank and Trust Company, New York, 
launching Interfaith Week Drive 
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With the opening of an office at 71 Piccadilly, London, England, 
ad Beneficial is the first American consumer finance organization to 
k, extend its service to Europe. This adds a new frontier to the world’s 


largest system of finance offices already serving in 47 states — includ- 
ing Alaska and Hawaii — and in all ten provinces of Canada. 

The London office brings to that metropolis a finance service 
operating on the same proven principles employed by Beneficial 
over the past 45 years. This office will also play an important part in 
servicing a number of international airlines using the Beneficial 
world-wide Go Now—Pay Later plan. 
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Beneficial Building, Wilmington, Delaware 
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Burning the midnight oil—for you 


We call it ‘‘Operation 24’’— 
around-the-clock check process- 
ing at The First National Bank 
of Chicago. Here’s how it works: 

We receive your items. They 
are then picked up, sorted 


and processed earlier for faster 
presentation and availability. 
Large or small, all checks and 
other items get the same atten- 
tion and are sped on their way. 

There’s a real advantage for 


you when you use ‘“‘Operation 
24.’’ Your checks and items 
are handled fast—efficiently. 
Call this bank today; a repre- 
sentative will be happy to explain 
to you in detail. 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets - Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Average Bank Earnings 
Best in History 


Stockholders of banks throughout the 
country were gratified by a cascade of 
extra cash dividends, stock dividends, 
and increased regular dividends as the 
curtain was rung down on what was 
the best average earnings year in bank- 
ing history. 

As 1959 ended, indications were that 
bank operating profits averaged at least 
15 per cent higher than those for 1958, 
with individual institutions reporting 
gains in excess of 20 per cent. How- 
ever the tightening money market 
which resulted in peak rates in Decem- 
ber for both short and long term funds 
brought most banks severe losses in 
bond accounts. 

These losses, along with the rise in 
unsecured loan volume, which increased 
exposure to risk, had a tendency to 
make bank directors cautious in passing 
along to shareholders too large a pro- 
portion of operating earnings. 

Bank stocks. The outpouring of stock 
and increased regular and extra div- 
idends at the year end did result, how- 
ever, in a rise in the bank stock market 
to new record high levels which were 
more than 20 per cent above 1958 
levels and over 30 per cent above those 
for 1957. This rise in bank stocks not 
only reflected satisfactory results for 
1959 but also indicated that money 
rates and earning asset volume in the 
current year would assure even higher 
net operating income for most banks. 
There was also a feeling that since 1959 
was a year of large losses on govern- 
ment securities portfolios, 1960 might 
bring a reversal in trend that would 
recoup some of the losses. 

Most of the stock dividends prcposed 
in the final month of 1959 will be acted 
upon by stockholders at annual meet- 
ings scheduled for this month. High- 
lights of dividend action in New York 
included a 100 per cent stock dividend 
and an increased cash payment for 
stockholders of the Bankers Trust 
Company; a 12% per cent stock div- 
idend by the Hanover Bank; 2 per cent 
stock dividends by the Chase Man- 
hattan Bank and the First National 
City Bank; an extra cash dividend of 
80 cents a share in addition to the 
regular quarterly 80 cents by the 
Morgan Guaranty Trust Company; and 
small extras and increased regular 
dividends by other institutions. Manu- 
facturers Trust, which last April had 
increased its quarterly cash dividend 
to 55 cents from 50 cents, increased 
the rate further to 60 cents. 

New York’s Bankers Trust Company, 
in addition to declaring a 100 per cent 
stock dividend, set a precedent that 
may be followed later by other banks by 
declaring cash dividends in odd per 
share amounts. For the final quarter 
of 1959 the company declared a distri- 
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Extra dividends, and stock splits, could affect market prices 


bution of 86 cents, as compared with 
a previous quarterly rate of 75 cents, 
which would mean a quarterly rate of 
43 cents a share on the increased stock 
following payment of the stock div- 
idend, or an annual rate of $1.72 a 
share. 

Stock increased. A spokesman for the 
trust company explained that with stock 
increased to 8,059,900 shares from 
4,029,950 shares every penny paid 
quarterly in cash dividends would mean 
$80,590 or $323,360 yearly. So the 
directors, in other words, had to watch 
their pennies and tailor the per share 
amount to the aggregate sum of cash 
they wished to pay out. 

New York banks were not the only 
institutions declaring extra dividends. 
A sampling of reports from various 
sections shows that the pattern was 
well pronounced across the country. 
Bank of Georgia, Atlanta, declared an 
extra dividend of 20 cents per share 
which brought total dividends for 1959 
to $1.20 per share. Directors of the 
First National Bank in Palm Beach, 
Florida, approved an extra stock div- 
idend of 25 per cent in addition to the 
regular dividend of 75 cents. 

National Bank of Commerce, Nor- 
folk, Virginia, added 25 cents to its 
regular year-end dividend of $1. The 
board also voted to declare future div- 
idends on a quarterly basis. Another 
Virginia institution, State - Planters 
Bank of Commerce and Trusts, Rich- 
mond, declared a stock dividend of one 


full share for each 15 shares held. 

Stocks split. The St. Louis (Missouri) 
Union Trust Company voted its share- 
holders $1 in addition to the regular 
dividend of 75 cents. The board also 
voted to propose to shareholders a 2- 
for-1 common stock split. Directors of 
the Oak Cliff Bank and Trust Company, 
Dallas, Texas, approved an extra 25 
cents dividend for its shareholders. 

In Illinois, the City National Bank 
and Trust Company of Chicago, de- 
clared a stock dividend of $1,250,000 
on the basis of one additional share for 
each eight shares held. Directors of the 
First National Bank and Trust Com- 
pany of Kalamazoo, Michigan, recom- 
mended a 10-for-1 stock split to be 
followed by a 20 per cent stock div- 
idend. In addition, the board declared 
the regular semi-annual dividend of 
$7 per share, and a special dividend of 
$2 per share. 

The caution displayed by many banks 
in paying to stockholders only a por- 
tion of the sharply increased operating 
earnings for 1959 drew increased atten- 
tion to the attitude of bank supervisory 
authorities toward stock dividends and 
increased cash payments. For a con- 
siderable period the Comptroller of the 
Currency, who _ supervises national 
banks, has felt that the sum of cash 
dividends and stock dividends valued at 
market value of the stock distributed 
should not exceed earnings for a given 
year less losses on securities. 

This rule of thumb, if it may be 
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called that, applies to cash and stock 
dividends intended to be paid out of 
earnings for a particular year and 
would not apply to stock dividend 
capitalization of retained earnings for 
a period of years. Nor would it be 
required that security losses be deduct- 
ed where there was a specific reserve 
against which they could be charged. 
This rule is subject to many exceptions 
and modifications, but in general na- 
tional banks have been made aware of 
the fact that too generous stock and 
cash distributions are not viewed with 
approval under certain circumstances. 

Most banks ended 1959 with earning 
assets close to previous record levels 
and in many instances at new highs. 
Average rates earned both on loans 
and short term investments averaged 
around the highest in some 30 years. 
These trends explain the record operat- 
ing earnings as well as the book losses 
on securities. 


o & 


Early Conventions 


Banking and financial men, granted 
a holiday respite from conferences and 
conventions, are set to plunge into a 
new round of meetings in the early 
part of the new year. Listed above are 
some of the sessions that will be held 
in the first six months of 1960. All are 
aimed at providing answers to the prob- 
lems that continually arise in the fields 
of savings, mortgages, instalment loans, 
operations, and trusts. 








American Bankers Assn. 
National Credit Conference — January 
21-22, LaSalle Hotel, Chicago, Il. 
Mid-Winter Trust Conference—February 
8-10, Waldorf Astroria Hotel, New York 
City. 

Savings and Mortgage Conference— 
March 7-9, Roosevelt Hotel, New York 
City. 

Instalment Credit Conference—March 
21-23, Conrad Hilton Hotel, Chicago. 


NABAC 
Eastern Regional Conference—April 4-6, 
Bellevue Stratford Hotel, Philadelphia, 
Pennsylvania. 
Northern Regional Conference—April 
25-27, Schroeder Hotel, Milwaukee, Wis- 


consin. 
Southern Regional Conference—May 
16-18, Chase-Park Plaza Hotel, St. 


Louis, Missouri. 


Western Regional Conference—June 6-8, 
Hotel Utah, Salt Lake City. 


Mortgage Bankers Assn. 


Midwestern Mortgage Conference—Feb- 
ruary 29-Mar. 1, Conrad Hilton Hotel, 








SCHEDULE OF MEETINGS 


Chicago, Illinois. 
Southern Mortgage Conference—April 


4-5, Robert Meyer Hotel, Jacksonville, 
Florida. 


Western Mortgage Conference—aApril 
21-23, Paradise and Jokakes Inns, Phoe- 
nix, Arizona. 


Eastern Mortgage Conference—May 2-3, 
Hotel Commodore, New York City. 


Other National Meetings 


United States Savings and Loan League 
—Annual Meeting of American Savings 
and Loan Institute and Society of Sav- 
ings and Loan Controllers, March 21-26, 
Palmer House, Chicago, Illinois. 


Association of Reserve City Bankers— 
49th Annual Meeting, April 2-6, Arizona 
Biltmore Hotel, Phoenix. 


National Association of Mutual Savings 
Banks—40th Annual Convention, May 
7-11, Shoreham Hotel, Washington, D.C. 


American Safe Deposit Association— 
29th Annual Convention, May 19-21, 
Hotel Lafayette, Buffalo, New York. 


Independent Bankers Association—26th 
Annual Convention, May 22-26, Denver 
Hilton Hotel, Denver, Colorado. 








Financial meeting calendar indicates active convention season 


Credit conference. Economic develop- 
ments that will have a bearing on bank 
lending policies during 1960 will be re- 
viewed at the 12th National Credit Con- 
ference of the American Bankers Asso- 
ciation. The meeting will be held Janu- 
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New ACME VISIBLE ROTARY cuts record handling time in half! 
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_ gone OUTPUT WHEN WORKERS 





MESS Visiece 





A touch of a button spins data to 
user at electronic speed! Look at any 
point in your operation where record 
or data files are used. You’re apt to 
see workers spending a third to half 
their time shuttling between desks 
and cabinets, reaching, stooping, 
drawer pulling. New Acme Rotaries 
end this waste motion completely! At 
desks around a smartly modern Ro- 
tary, 1, 6, 12 users or more have in- 
stant access to as many as 250,000 
records. To see how Rotaries save 
time, money, and up to 50% in floor 
space, SEND COUPON TODAY. 





























; Acme Visible Records, Inc.,7 10 1W. Allview Dr., Crozet, Va. ' 
Please send free report on the “Revolution in Record 
i Handling” . . . showing many types and sizes of power i 
a and manual Rotaries. 1 
ts Name Title H 
; Company : 
E Address t 
: City. Zone. State. : 











ary 21 and 22, at the LaSalle Hotel, 
Chicago, Illinois. Outstanding leaders 
in the field of banking, manufacturing, 
merchandising, and government are on 
the program, which is sponsored by the 
A.B.A.’s Credit Policy Commission. 

More than 1,000 are expected to at- 
tend the meeting which will be di- 
vided into four sessions. One session 
will include an address by Julian B. 
Baird, Under Secretary of the Treasury. 
His speech will be followed by a panel 
on “Money—Its Availability and Cost,” 
conducted by Robert Morris Associ- 
ates, a national association of bank loan 
officers. 

Banking representatives who will ap- 
pear on the program will be headed 
by John W. Remington, A.B.A. presi- 
dent, and president of the Lincoln Roch- 
ester Trust Company, Rochester, New 
York. Others include William F. Kelly, 
chairman of the Credit Policy Commis- 
sion, and president of the First Penn- 
sylvania Banking and Trust Company, 
Philadelphia. 

Trust meeting. Trust executives from 
banks throughout the United States 
will meet in New York City February 
8, 9, and 10 for the A.B.A.’s 41st Mid- 
Winter Trust Conference at the Wal- 
dorf Astoria Hotel. More than 2,000 
delegates are- expected to attend, and 
will discuss the prospects for their 
business in light of the economic out- 
look. 

Dates for the conference were an- 
nounced by Carlysle A. Bethel, presi- 
dent of the A.B.A.’s Trust Division, and 
vice-chairman of the board and senior 
trust officer, Wachovia Bank and Trust 
Company, Winston-Salem, North Caro- 
lina. Experts in the fields of economics 
and law are scheduled to address the 
meeting. 

The 1960 A.B.A. Savings and Mort- 
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“WE HAVEN’T LOST A DIME IN 12 
YEARS OF FEEDER FINANCING” 


_ says John R. Lauritzen, 


The Lauritzen Company of Omaha, Nebraska 


? 


*‘Our rural banks,”’ says Mr. 
Lauritzen, “‘finance thousands of 
feeder cattle each year. They also 
provide capital for dairymen and 
feeding of hogs and sheep. In 12 
years, we haven’t lost a dime on 
such financing. 


*‘We firmly believe in cattle rais- 
ing on scientific feeding programs. 
So, the first thing we do when 
we acquire a bank is to start 
promotion on livestock. We have 
influenced many crop farmers to 
add cattle feeding to their oper- 


PURINA... YOUR PARTNER IN SERVING ANIMAL AGRICULTURE 


ations, and we’ve seen their eco- 
nomic standing improve. 


‘‘From the standpoint of our 
banks, feeder loans are among the 
safest. They are self-liquidating 
and they build the community. 
I can’t think of better paper.” 


* * * * 


Rural banks in which Mr. Lauritzen 
is interested work closely with their 
Purina Dealers. They, like many 
other banks in agricultural areas 
throughout the country, find their 
Purina Dealers good “partners” in 
serving their communities. 





QUALITY 


SERVICE 
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Hard-hitting convention planned for Eastern regional 


Salt Lake City, Utah, is site of Western regional session 


Tradional NABAC regional meetings promise to be jam-packed information sessions 


gage Conference will be held in New 
York City from March 7 to 9 at the 
Roosevelt Hotel. As has been the prac- 
tice, the meeting will be held in con- 
junction with the National School Sav- 
ings Forum. Interesting discussions on 
all aspects of savings and mortgage 
have been planned. The session prom- 
ises to be of particular significance this 
year in view of the current trend of 
the tight mortgage money market. 

Instalment credit. Tight money and 
the prospect of higher interest rates is 
also likely to occupy a prominent spot 
at the A.B.A. Instalment Credit Con- 
ference, which is scheduled at the Con- 
rad Hilton Hotel, Chicago, Illinois, from 
March 21 to 23. 

NABAC, the Association for Bank 
Audit, Control, and Operation, has an- 
nounced plans for the four regional 
conferences it will sponsor this spring. 
The problems of automation, control, 
auditing, and accounting procedures will 
all be aired at these meetings. Those 
attending are given an opportunity to 
swap ideas on the latest bank operation 
and control techniques. 

The meetings will be held April 4 to 
6, at the Bellevue-Stratford Hotel, 
Philadelphia, Pennsylvania; April 25 to 
27, at the Schroeder Hotel, Milwaukee, 
Wisconsin; May 16 to 18, at the Chase- 
Park Plaza Hotel, St. Louis, Missouri; 
and June 6 to 8, at the Hotel Utah, Salt 
Lake City. 

Mortgage bankers. The Mortgage 
Bankers Association also has a series 
of regional conferences on tap for the 
early part of 1960. The series will open 
with the Midwestern Conference at the 
Conrad Hilton Hotel, Chicago, Illinois, 
from February 29 to March 1; the 
Southern Conference will be held at the 
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Robert Meyer Hotel, Jacksonville, Flor- 
ida, April 4 and 5. The Western meeting 
is scheduled for the Paradise and 
Jokakes Inns, Phoenix, Arizona, from 
April 21 to 23. The fourth and final 
meeting, the Eastern Conference, will 
be held at the Hotel Commodore, New 
York City, May 2 and 3. 

Among other important meetings 
scheduled are: United States Savings 
and Loan League—Annual meeting of 
the American Savings and Loan Insti- 
tute and the Society of Savings and 
Loan Controllers from March 21 to 26 
at the Palmer House, Chicago, Illinois; 
49th Annual Meeting of the Associa- 
tion of Reserve City Bankers from 
April 2 to 6 at the Arizona Biltmore 
Hotel, Phoenix; 40th Annual Conven- 
tion of the National Association of 
Mutual Savings Banks from May 7 to 
11 at the Shoreham Hotel, Washington, 
D.C.; 29th Annual Convention of the 
American Safe Deposit Association 
from May 19 to 21 at the Hotel Lafay- 
ette, Buffalo, New York; and the 26th 
Annual Convention of the Independent 
Bankers Association from May 22 to 
26 at the Denver Hilton Hotel, Denver, 
Colorado. 
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Savings Interest Rate 


Tke nation’s commercial banks, cur- 
rently saddled with a Federally-im- 
posed 3 per cent interest rate ceiling 
on savings accounts, are finding it more 
and more difficult to lure savers into 
their institutions. In addition, they are 
faced with the problem of keeping the 
savings account customers they al- 
ready have. 

Here’s why: Bankers and other finan- 


cial men are well aware that in a period 
of tight money, such as the country 
is facing right now, savings accounts 
are one of the best sources of loanable 
funds. Thus, competition for the savings 
dollar has become rough and ready. 
Commercial banks have traditionally 
been at somewhat of a disadvantage be- 
cause other institutions, i.e. mutual sav- 
ings banks and savings and loan asso- 
ciations, have usually paid a higher in- 
terest rate to savers. 

A large number of mutuals are cur- 
rently paying their depositors a 3% per 
cent rate, and many savings and loan 
associations have gone to 4% per cent. 
But even this latter rate was pretty 
well offset last October when the Treas- 
ury issued its 5 per cent notes. Even 
people took savings account money and 
put it into the new Treasury notes. 

Deposit decline. The National Asso- 
ciation of Mutual Savings banks re- 
ported that the nation’s 518 mutuals 
felt the impact of the Treasury issue 
to the tune of $187 million—the amount 
of the savings deposit decline. NAMSB 
added that the deposit drop was the 
largest on record for its member banks 
since mid-1947, when monthly statistics 
on total deposits were first compiled. 

To offset some of the competition of 
other institutions and also to meet as 
much as it could the lure of the Treas- 
ury’s “magic fives,” several Chicago 
banks announced that they would com- 
pute interest on savings on a monthly 
basis. At least one other, the Jefferson 
State Bank, switched its interest com- 
putation to a daily basis. 

Bernard Feinberg, president and 
chairman of Jefferson State, said that 
the primary reason for switching to 
daily computation was the bank’s desire 
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AROUND THE CLOCK, San Francisco hums with for- 
eign-trade activity while Crocker-Anglo bankers keep 
in constant touch with a worldwide network of corre- 
spondent banks. At left, H. L. Mark; A. Taapken, VP 
and Manager of International Banking Department; G. 
Scott Runyan, Asst. VP in charge of the Asian Division. 





Your money can go places...via San Francisco 


Through San Francisco’s Golden Gate cargoes move to and from all the 


market places of the world. And right in the center of this activity is 


Crocker-Anglo National Bank. Backed by nearly nine decades of experience, 


Crocker-Anglo has the know-how to smooth the flow of international transactions. 





AROUND THE WORLD, ships this year will deliver more than $600 million in exports from San Francisco Bay Area, while imports 
will add nearly a half billion to the area’s foreign commerce. City by the Golden Gate also has one of the world’s busiest 
international airports, where flights originate to Europe, Asia, Australia, the Pacific islands, and many points in Latin America. 
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Take transmitting funds to foreign lands. You can arrange to issue your own drafts 


drawn directly on any of our correspondent banks around the globe. 


So when your bank’s money is going places—anywhere in the world—look 


to San Francisco and Crocker-Anglo for worldwide banking service. 


Central to the West Coast 


(ROCKERANGLO 
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Cabfornias Gast Mational Bank 


ADMINISTRATIVE HEADQUARTERS: 
| MONTGOMERY STREET 
SAN FRANCISCO 20 





MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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to increase its savings deposits by of- 
fering the public a savings program 
that would provide the highest bank 
interest rate to the depositor without 
penalizing him for any emergency with- 
drawal. 

Greater yield. He added that daily 
computation should provide a yield 
greater than available at other insti- 
tutions that will shortly be offering 
proposed dividends at 4 per cent. Jeffer- 
son State’s savings growth has quad- 
rupled since this method of computa- 
tion was inaugurated the last week of 
November, 1959, he stated. 

Among the Chicago banks liberalizing 
computation of savings interest were 
the American National Bank and Trust 
Company, and the Continental Illinois 
National Bank and Trust Company. 
American National switched to monthly 
computation effective January 1. Con- 
tinental Illinois announced that deposits 
the first 10 days of the month would 
earn interest from the first day of the 
month, effective with the new year. 

In addition, Continental Illinois also 
adopted a “last in-first out” policy on 
savings withdrawals. For example, if a 
customer withdraws $100 during a 
month in which he had previously de- 
posited only $75, the withdrawal would 
be charged first against the $75 of 
newly deposited savings before taking 
the $25 from older deposits that are 
accumulating more interest. 

Monthly computation of interest in 
Chicago, was first started by the Harris 





Ad announces daily computation 


Trust and Savings Bank in 1958, and it 
is felt that other banks are making 
the change because of competitive pres- 
sure. Some bankers are still opposed 
to the idea because it makes a demand 
deposit out of a savings account by re- 
moving the penalty for withdrawing 
money during an interest period. 


4 * * 


A.B.A. Relaxes Magnetie 
Ink Printing Specifications 


Five specifications for the printing 
of magnetic ink characters on checks 











SEATTLE 


The future of this great port, and the trade 
with the Pacific Rim countries which centers 
here, soars as high as the Seattle-born sky- 


§ jets. National Bank of Commerce of Seattle 


serves today’s needs with this future in mind. 


international banking department 
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have been relaxed by the Bank Manage- 
ment Commission of the American 
Bankers Association. They include 
character spacing and alignment; char- 
acter tolerances; voids; extraneous 
ink; and embossment. 

The announcement relaxing.the tol- 
erances was contained in a Progress 
Report on check mechanization recently 
published by the Bank Management 
Commission. The report said: “The 
tremendous progress during the last 
six months by the office-equipment 
manufacturing and printing industries, 
as well as the experience gained to 
date by all concerned, has made pos- 
sible this announcement which should 
serve as a further stimulus to the 
progress of the common machine lan- 
guage problem.” 

G. Edward Cooper, chairman of the 
Bank Management Commission, said 
that the report “should do much to 
facilitate and expedite the job of getting 
a substantial flow of imprinted and 
encoded checks into the check collection 
process.” Mr. Cooper is senior vice- 
president of The Philadelphia National 
Bank. Copies of the report have been 
mailed to every member bank of the 
A.B.A. Additional copies are available 
at 25 cents each from the Bank Man- 
agement Commission, American Bank- 
ers Association, 12 East 36th Street, 
New York 16, New York. 


* 4 * 


Loan Pool Formed 
for House Improvements 


Eleven savings and loan associations 
in Washington, D.C., have formed a 
$1,820,000 pool of savings and loan 
credit under auspices of the District 
of Columbia Savings and Loan League. 
Purpose of the pool is to provide FHA- 
backed loans to property owners who 
need financial aid to meet the District’s 
up-graded housing code. 

The new program is not a Title I 
FHA loan promotion, according to 
William H. Dyer, executive vice-presi- 
dent of the Perpetual Building Associa- 
tion, and chairman of the District’s 
Home Improvement and Rehabilitation 
Fund. When an application for a loan 
is approved by the appraisers, a com- 
mittee will pass on it and see that it 
is turned over to the Federal Housing 
Administration. Assuming the FHA 
approves the application, the loan will 
be made. 

Brigadier General Alvin C. Welling, 
engineer commissioner of the District 
of Columbia, said the plan removes a 
major obstacle in having property own- 
ers conform to the city’s housing code. 
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Special Program Ads 


A special set of program ads has 
been designed by the Valley National 
Bank, Phoenix, Arizona, to meet re- 
quests the bank receives for ads in 
various little theater, opera guild, and 
stage show programs. 

Designed by Mert Reade, the bank’s 
advertising director, the ads are writ- 
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Program ads in lighter vein 


ten in a light vein, but they still sell 
specific bank services. 

The ad pictured above sells the bank’s 
low interest mortgages. Other ads in the 
series sell savings accounts and bank- 
by-mail-services. 
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Bank Trailer Expands 
Into Mobile Branch 


The California Bank, Los Angeles, 
has purchased an _ unusual trailer 
which it will put to use this month as 
a mobile bank. The trailer will be fully 
equipped with an officers’ platform, a 
drive-in window, a four-station teller 
line, and will offer every banking serv- 
ice except safe deposit facilities. 

Constructed by Trailorama Company, 
Gardena, California, the mobile bank 
travels 10 feet wide and 50 feet long, 
but while in use, it expands to a width 
of 18 feet. The trailer includes com- 
plete employee service facilities, includ- 
ing a coffee bar. It is completely air 
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ldentification 


In the selection of a product, who made 


THE 
WAVY LINES ® 


AND THE NAME 
BASKETWEAVE ® 


AND THE 
DISTINCTIVE 


BASKETWEAVE LINES 


ARE 


LA MONTE TRADE-MARKS. 


GEORGE LAMONTE & SON «+ NUTLEY 10, NEW JERSEY 





it is an important consideration. Trade- 
marks provide identification of the origin 


of products... they reflect reputation. 


For several generations La Monte Safety 
Papers have been preferred by leading 
banks and corporations. Checks on these 
fine papers bearing the familiar Wavy Lines 
or the distinctive Basketweave lines... 
both La Monte trade-marks... are readily 
associated with the business whose 


founder invented Safety Paper. 
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ENVELOPES 


e Cut CLOSURE COSTS 
by ONE-THIRD or More! 


e Get BULKY CONTENTS 
to Addressee Safely! 


Catalogs, price lists and other 
bulky enclosures can be in- 
serted and securely sealed by 
one person where two formerly 
did the job using clasp, mois- 
ture type gum or even “tucking” 
flaps. Tension TOUCH’n SEAL 
seals at a touch—without 
moisture. 


NOW THAT “OVER LETTER -SIZE” 
3RD CLASS MAIL CAN BE SEALED 
... you'll save both time and 
money with the Touch ’n Seal 
closure. Ideal for small and 
large mailing operations or 
everyday mail room use. Many 
sizes in stock for immediate 
delivery — both open end and 
commercial (open side) styles. 


7 HAVE YOU SEEN 


... “The Influence of 
Envelopes,” a full color 
movie telling the fascinat- 
ing story of the envelope 
from paper to ultimate use. 
Available at no charge to 
interested groups. Write 
for details. 
my Tension Envelope Corp. 
823 East 19th Street, 
am Kansas City 8, Missouri 
Please send me FREE SAMPLES of 
Tension Touch ‘n Seal envelopes. | 
would like more information about use 
of your full color movie. 
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Specially constructed trailer can be expanded into branch bank 


conditioned and is wired for all nec- 
essary electrical equipment, including 
a burglar alarm. 

The California Bank plans to use 
the trailer at locations where a new 
building is being constructed, or while 
major alterations are being made at 
an existing branch. Its initial location 
is the construction site of the bank’s 
new El Segundo office. 
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Virginia Banks Approve 
Tie-in Ad Campaign 

A group of Virginia banks has ap- 
proved a plan for a local advertising 
campaign which will be based on ads 
appearing in national magazines under 
the sponsorship of the Foundation for 
Commercial Banks. Nine Virginia banks 
and the Virginia Bankers Association 
were represented at the first meeting. 

The plan calls for Foundation adver- 
tisements to appear in local newspapers 
in the various banks’ areas once a 
month. The ads will run in the local 
papers the week between their appear- 
ance in Life magazine and the Satur- 
day Evening Post. The names of the 
sponsoring banks will appear beneath 
the advertising copy, and will be rotated 
so that each participating bank will 
receive top billing during the year. 

Richmond banks taking part in the 
plan are: State-Planters Bank of Com- 
merce and Trust; Central National 
Bank; The Bank of Virginia; Southern 
Bank and Trust Company; First and 
Merchants National Bank; Virginia 
Trust Company; and Richmond Bank 
and Trust Company. Also attending the 
meeting were: First National Exchange 
Bank of Roanoke, and National Bank of 
Commerce of Norfolk. Rawley F. Daniel, 
executive secretary, and Robert B. Mc- 
Neil, public relations director, repre- 
sented the V.B.A. 
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New Training Film 
Released by F. P. BR. A. 


A new training film, entitled “Crea- 
tive Persuasion,” has recently been 
released by the Financial Public Rela- 
tions Association. The film shows how a 
successful bank sales call requires both 
preparation and imagination. 


The story is presented in two 
sequences, which take the viewer into 
the prospect’s office, and show him first 
the wrong way, and then the right way 
to make a sales call. 

A discussion leader’s manual accom- 
panies the movie. It contains sugges- 
tions for discussion topics which are 
designed to intensify the film’s effec- 
tiveness. 

The film is available from the Finan- 
cial Public Relations Association, 231 
S. LaSalle Street, Chicago 4, Illinois, at 
$60 per copy. It may also be rented at 
a rate of $10 for the first showing, and 
$7.50 for each additional showing within 
the same rental period. 
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Pictorial Magazine 
Promotes Holiday Loans 


In an effort to promote loans over 
the holiday period, Beneficial Finance 
System, Morristown, New Jersey, dis- 
tributed a Life-type magazine to the 
loan managers in the company’s 1,200 
offices. Entitled Cash, the magazine was 
used to coordinate selling efforts around 
Beneficial’s Holiday Money Special 
which offered customers money for 
shopping and bill clean up, and also 


Coordinates selling efforts 


Rit TION 
PROFITS FOR PRODUCERS” 
MOVES INTO HIGH GEAR 
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ft Now you can get fast, dependable he 
/ Title Service in 30 California Counties with just ' 





Over 92% of California property owners can now have their property 
rights protected by Title Insurance and Trust Company, its subsidiaries 
and affiliate companies. Now when you want title service in any of the 
30 counties served by Title Insurance, its branches, subsidiaries or 
affiliate companies, simply call the title company in your county and 
place your order. The experienced title specialist there will handle 
the whole transaction for you... get it started faster, closed sooner. 
Take advantage of this new, faster, streamlined service. 

It’s provided at no extra cost by T.I.—the world’s largest title 
company, serving California property owners for over 65 years. 
TITLE INSURANCE AND TRUST COMPANY...serving Inyo, Kern, Los Angeles, 
Mono, Orange, San Luis Obispo, Santa Barbara, Tulare and Ventura counties. 


CALIFORNIA PACIFIC TITLE INSURANCE COMPANY DIVISION ...serving Alameda, 
Contra Costa, Fresno, Marin, Monterey (Monterey County Title Company), 
Sacramento, San Francisco, San Joaquin, San Mateo, Santa Clara, 

Santa Cruz, Sonoma (Sonoma County Land Title Company) counties. 
PIONEER TITLE INSURANCE COMPANY. ..serving Imperial, Riverside and 
San Bernardino counties. 


UNION TITLE INSURANCE COMPANY...serving San Diego county. 
AFFILIATE COMPANIES ... Northern California Title Company serving 
Calaveras county, Glenn county and Tehama county; Mid-Valley Title 


and Escrow Company serving Butte county; North Valley 
Title and Escrow Company serving Shasta county. 


Title Insurance @, and Trust Company 


Assets over $75,000,000 


433 SOUTH SPRING STREET, LOS ANGELES 54 « MAdison 6-2411 


Title Insurance and Trust Company operates through branches, affiliates and subsidiaries in 30 California counties, and 
through other subsidiary companies, offers complete title service throughout the states of Nevada, Oregon and Washington. 
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VLL LOVE YOU IN 
MAY AS I DID 
IN DECEMBER 


With one of my Christmas Clubs, you'll have proof that Santa 
loves you the year-round. 


My Clubs are always on the job. People come in to make payments 
... discover your other services... stay on as customers. Many 
will deposit part or all their Christmas money in savings accounts. 
Then, too, my Clubs are wonderful goodwill builders. 


There are many Clubs to choose from, but I know Rand M€Nally’s 
Club will do a wonderful job for you. Rand M¢Nally gives you 
beautiful four-color promotional material, ad mats, shopping and mailing 
lists, coupon books, checks. and other supplies. In fact, you get 
everything you need for a successful Club that keeps growing. 


For samples and full 
information, write today tos 
Rand MCNally & Company, 
Christmas Club Division, 

405 Park Avenue, New York 22, 
Box 7600, Chicago 80. 
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promoted an international cash credit 
card. 

The magazine used a consumer-type 
format and human interest photo- 
stories. One such article traced the 
evolution of the company’s radio adver- 
tising jingle from the songwriter to 
the recording. Another story showed 
how Beneficial’s TV commercial was 
filmed. 

On the cover, pictured on page 22, 
Donal E. McMichael, Beneficial Man- 
agement Corporation president, and Al- 
fred E. Mockett, advertising director, 
are shown unveiling the wreath symbol 
used for the Holiday Money Special. 
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Tellier Text Revised 


A revised textbook for savings and 
loan tellers has just been published 
by the American Savings and Loan 
Institute, Chicago, Illinois. Written by 
Dimitry Wanda, the text includes a 
complete discussion of money, and the 
procedures to be followed in receiving, 
handling, and paying out cash. 

In addition, the book also discusses 
checks, including type, endorsements, 
and precautions to be taken in cashing. 
The text contains a chapter on emer- 
gency situations and tells what proce- 
dures to follow and precautions to be 
taken in case of a cash shortage, rob- 
bery, fire, or other disaster. 

Further information on the book can 
be obtained from the American Savings 
and Loan Institute, 221 North LaSalle 
Street, Chicago 1, Illinois. 
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County-Wide Campaign 
Promotes “Bankmanship”’ 
The Bergen County (New Jersey) 
Bankers Association, with a member- 
ship of 35 banks, has coined the word 
“Bankmanship” in an effort to promote 


Bankers’ slogan defined in ad 
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NEWEST IDEA 


IN DEPOSITORY 
SECURITY 
and STYLING 


































DIEBOLD 
POLARIS 


after-hour DEPOSITORY ~ 


Here is a dramatically new idea in an After- 
Hour Depésitory! The new POLARIS by 
Diebold brings to your customers the 
convenience of 24-hour banking . . . doés so 
in a stainless steel setting that is fashioned 
to add to the good looks of any bank’s 
architecture. 


And the POLARIS depository combines 
certified security with its smart new styling. 
The Underwriters’ Laboratories label attests to 
the anti-fishing, anti-trapping protection | 
embodied in POLARIS depositories, protection | 
covering both envelope and bagged 

deposit sections. 


Available in a wide choice of models including 
flush and recessed types, POLARIS depositories 
by Diebold represent an important forward 
step in customer convenience for your bank. 
We'll be happy to send you illustrated 
literature on POLARIS depositories without 
obligation. Simply use coupon below. 


O are 
eee 


“The term “After-Hour Depository” is @ Registered 
Trade Name of Diebold, Inc. 


DIEBOLD, incorporated Depr. B- 28 
CANTON 2, OHIO 

GENTLEMEN: Please send me without obli- 
gation complete information on the new 


POLARIS after-hour depository. 
rm P.O RA F 
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NAME 
BANK 


ADDRESS 


Ove " WOM Yea 04 if Leedt hip ory... ZONE. STATE 
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Absence of teller counters adds personal touch to banking 


better understanding of commercial 
banks in the area. The association has 
launched an advertising campaign to 
explain to the public that “Bankman- 
ship” is “the application of skill, knowl- 
edge, and foresight . . . expertness in 
financial affairs . . . superior bank or- 
ganization and function.” 

Ads explaining the term are copy- 
righted for the use of association mem- 
bers in their own local promotions. In 
addition, member banks have been asked 
to display posters and counter cards 
and to participate in special campaigns 
to explain the word. 

The ad pictured on page 24 explains 
that “Bankmanship” has never been in 
Webster’s dictionary, but that the word 
has helped to build a better life, a more 
prosperous community, and a_ secure 
tomorrow. 
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Source of Job Descriptions 
in Banking 


Personnel Evaluation Institute, In- 
corporated, has just published an En- 
cyclopedia of Job Descriptions in 
Banking. Written by Louis Falvey, the 
book contains job descriptions and the 
experience required for just about 
every position from bank president to 
mail clerk. 

The book lists first the duties that 
each particular job in the bank calls 
for and secondly the experience and 
other attributes that are required to 
fill the job. Copies of the book are avail- 
able from the Personnel Evaluation In- 
stitute, Incorporated, 152 W. Wisconsin 
Avenue, Milwaukee 3, Wisconsin. 
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Meeting Competition 


Liberal lending policies and agres- 
Sive management are two ways for 
commercial banks to meet increased 
competition from savings and loan 
associations, mutual savings banks, and 
credit unions, according to George W. 
Miller, vice-president, the First Na- 
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tional Bank of Chicago, Illinois. Speak- 
ing before the 21st Annual Bank Study 
Conference at the University of Mich- 
igan, Ann Arbor, Mr. Miller said the 
greatest advantage for savings and 
loan associations is their higher earn- 
ings. 

“This advantage,” he said, “would 
not be affected in any significant way 
by any change in the tax laws. The 
root of our problem is based upon their 
(savings and loan) higher earnings— 
resulting from more loans at higher 
rates of interest.” 

By investing heavily in long-term, 
high interest rate loans, he said, the 
savings and loan associations earn 
approximately 5% per cent on their 
deposits or share accounts. Banks, fol- 
lowing a more conservative investment 
policy, earn only about 4 per cent, he 
added. 

Three solutions. To meet this prob- 
lem, Mr. Miller urged banks to seek 
personal savings actively; to follow 
more liberal policies on home loans; and 
to actively develop in-plant savings and 
loan services. 

“While we commercial banks cannot 
invest as much of our total assets in 
loans as our competitors,” he continued, 
“we can invest about as much of our 
savings deposits.” 





Teller Counters Eliminated 
in New Branch Bank 


An innovation in personalized bank- 
ing has been introduced by the First 
*National Bank of Odon, Indiana, at its 
new branch in Elnora. The usual teller 
counters have been eliminated and 
specially designed desks are used in 
their place. 

Two units in the office are equipped 
to handle all transactions and the extra 
large desk top creates an overhang 
which allows the customer to be com- 
fortably seated while conducting his 
business. Each desk is equipped with 
an adding machine, typewriter, tele- 
phones, currency and coin, file drawers, 
and storage space. 

The new building, which was opened 
in October, has an interior of brick 
veneer and plastered walls. One third 
of the wall area is glass from top to 
bottom. Floors are finished in a rolled 
plastic tile, and an acoustical tile ceiling 
has been installed throughout the office. 
The building also features a combina- 
tion heating and air conditioning unit 
for year around comfort. 
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Compact Car Giveaway 
Features Branch Opening 


Over 16,000 people attended the 4-day 
open house which marked the opening 
of the Dallas (Texas) Federal Savings 
and Loan Association’s new Preston 
Center branch. Highlight of the celebra- 
tion was the drawing for a 1960 Chevro- 
let Corvair. 

Other attractions included an exhibit 
of antique cars, souvenirs, and a chil- 
dren’s carnival in the building’s parking 
area. 

The modern two story building has 
23,000 square feet of floor space. An 
attractive terrazzo screen on the build- 
ings exterior extends the full height of 
the second floor. The branch is air con- 
ditioned, and features ultra-modern 
lighting for added comfort. A drive-in 
window has also been installed for cus- 
tomer convenience. 

The branch also contains a com- 
munity service room with a modern elec- 
tric kitchen. The room can accommodate 
a group of 200 people, or it is arranged 
so that two smaller groups may use it 
at the same time. 


Open house attracts thousands to new savings and loan branch 
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- WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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W, the finest Metal 
aAtdsou Bank Counter Equipment 












In harmony with building designs and interior plans, we build 





standard: a line that encompasses all equipment that 
is needed for efficient operation at the 
bank counter. 


semi-standard: a functional median between 
standard and custom equipment. 


custom: our most proud offering. We can work with 
your architect to design, arrange, and produce 
a custom installation that will provide the ultimate 
in efficiency and distinction. 


We will be glad to send you our new catalog of standard equipment, and 
information on our many semi-standard and custom installations. Please write to Dept. B-1 
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League “Survival Kit*? Helps Prevent Bank Detalcations 


Comprehensive program of the Bank-Share Owners Advisory League 








Bankers, both large and small, are 
well aware that the banking industry’s 
defalcation losses run into millions of 
dollars each year. But relatively few 
are fully aware of the comprehensive 
program developed by the Bank-Share 
Owners Advisory League, Chicago, IIli- 
nois, to keep embezzlement losses at 
a minimum. 


A package of loss prevention materi- 
als is available to League members, and 
many bankers have referred to it as 
their “survival kit.” It includes the 
following material: Monthly bulletins 
giving case histories of embezzlements; 
an audit questionnaire for banks with 
full-time auditors; a simplified internal 
control plan and an internal control 
chart for the smaller banks; and a sim- 
plified educational questionnaire for 
employees. 


The audit questionnaire is one of the 
most important parts of the kit. Once 
the questions have been properly an- 
swered by the member bank, the ques- 
tionnaire is submitted to Peat, Marwick, 
Mitchell & Company, a C.P.A. firm in 
Chicago, Illinois. The company analyzes 
the answers and makes recommenda- 
tions which will help the bank 





Organizational chart shows control procedure for small banks 


strengthen its system of internal con- 
trol. 

All operations. The questionnaire 
covers virtually every bank operation. 
Some of the subjects covered are: gen- 
eral policy, clearings and transit, loans 
and discounts, overdrafts, bonds and 
securities, cashier’s checks, collateral, 
and collections. 

As an example, a questionnaire re- 
cently submitted by a mid-western 





JOIN THE PARADE TO PROFITS 


us at Pilgrim 4-8200. 


Write for ‘‘The Story of Kennedy 
Sinclaire Training’’ — 507 
trainees, over $3.5 billion in 
trust new business written by 

222 of them under our supervision 





with 431 Trust Departments 
— East Coast to Hawaii — 


$ BILLIONS in profitable trust new business 
has been written through the use of 


KENNEDY SINCLAIRE 


Advettiding and 
Trust Sales Training 


For a carefully coordinated, sales-tested, personally 
supervised trust new business program, write or phone 


Kennedy Sinclaire, Inc. 
120 Valley Road, Montclair, New Jersey 
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bank led to the following recommenda- 
tions: The internal auditor was urged 
to 1. Consider ledger unit rotation in 
confirming depositors’ accounts. 2. Ex- 
tend the auditing program to include 
collections, overdrafts, capital stock, 
and payrolls. 3. Periodically confirm 
outstanding travelers’ cheques with the 
issuing agents. 4. Discontinue the prac- 
tice of allowing the bank’s internal 
auditor to sign checks and initiate other 
entries. 

To tighten internal safeguards, the 
company recommended that the bank 
1. Require annual vacations. 2. Estab- 
lish a rotation plan for employees. 3. 
Give special attention to customer ac- 
counts that are serviced by a particular 
officer or employee. 4. Restrict teller 
access to depositors’ statements. 5. 
Transfer official check outstanding list 
preparation from the general ledger 
bookkeeper. 

Simple plan. The simplified internal 
control plan for small banks shows how 
the control chart can be implemented. 
The plan also points out what items and 
departments should be checked and how 
often the auditing work should be per- 
formed. 

It is suggested that the bank’s board 
of directors appoint a two-member 
audit committee with the responsibility 
of verifying that the accounts have 
been audited in accordance with the 
schedule that has been established. 
Ideally, the control plan says, the com- 
mittee members should be non-operat- 
ing personnel. 

In addition, it is recommended that 
the directors appoint a control officer 
with the responsibility of supervising 
and carrying out the entire program. 
The control officer should be responsible 
only to the board and have the author- 
ity to operate independently without 
fear of reprisal from any officer. Ar- 
rangements should also be made for 
the control officer to meet with the 
board and the auditing committee at 
regular intervals. 

C.P.A. Where the board and bank 
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management feel the foregoing plan 
is not feasible for their individual bank, 
it is suggested that they employ a cer- 
tified public accountant or a local ac- 
countant familiar with bank operation 
to do the job. 

The employee educational question- 
naire serves two purposes. It shows 
how much the employee knows about 
his job, and also helps pinpoint areas 
where more control is needed. It can 
also serve as an excellent key to the 
improvement of bank personnel train- 
ing in all the important phases of bank 
operations. ; 

Nine separate lists of questions are 
contained in the questionnaire. They 
cover bond tellers; collection tellers; 
commercial paying; note and collateral 
tellers; receiving tellers; savings book- 
keepers; savings payers; savings re- 
ceivers; and trust department. The 
questions vary for each department, 
but they are all aimed at finding out 
how well the employee knows his job, 
and whether he is taking proper pre- 
cautions. 

Recent cases. The monthly bulletins 
are particularly useful to members. 
They cite recent cases of bank embezzle- 
ments and also show how they could 
have been avoided with proper pre- 
cautions. A recent case to be cited is 


that of a South Carolina bank which 
lost over $600,000 in a 23-year period. 
The case involved collusion between two 
employees and the shortages were not 
discovered until an outside firm audited 
the bank’s books after one of the em- 
bezzlers died. 

One bright spot in this case was the 
fact that the bank had purchased a 
$1 million Excess Fidelity Insurance 
policy which completely covered the 
loss. The insurance is available through 
the League to member banks. Scar- 
borough & Company, Chicago, Illinois, 
serves as administrative agent for the 
policy which is written on a loss dis- 
covery basis. 

Shortly after the League was formed, 
it was discovered that the traditional 
bankers blanket bond, which covered all 
types of losses, was no longer sufficient 
to cover the increasing amounts of 
money that were being stolen by dis- 
honest employees. Most banks in the 
country could not afford the cost of 
increasing their blanket coverage to the 
level which would be required to cover 
huge embezzlements. Scarborough & 
Company arranged the insurance with 
Lloyds of London. The League holds the 
master policy and individual certificates 
are issued to members through the in- 
surance company. 


Other League materials aimed at preventing heavy bank losses 











Reeord Attendance 
Expected at Annual > 
Mobilehomes Show 
Thousands of industry members 
and suppliers, as well as consumers, 
are expected to attend the 24th An- 
nual Mobile Homes Mfrs. Assn. Na- 
tional Mobile Home Show, Jan. 13- 
17th; and the Mobilehome Dealers 
National Assn. 15th Annual Conven- 
tion, Jan. 10-12th, 1960, in Louisville. 
Top flight speakers from the fields 
of marketing, research, sales, plan- 
ning and promotion will be featured 
during the business sessions, and 
new models, ideas and designs in 
mobilehomes oe » tcc 


Communities Advised to 
Plan for Mobilehomes 
Ata recent Planning-Zoning 
Workshop held at Michigan State 
University, speaker James Pickford, 
assistant director, American Society 
of Planning Officials, quoted an au- 
thority who predicted that “30% of 
the population will soon be housed 
in semi-mobile structures.” Pickford 
feels that mobile homes residents 
must receive continuous recognition 
as active contributing members of 
the community, and that present 
planning must provide for this facet 
of housing for our exploding 


population. 
¢* ¢ 


BIE Day Visitors 
**Meet” Mobile Living 

Foremost Insurance Company, 
for the fifth year participated in the 
Greater Grand Rapids Chamber of 
Commerce’s annual Business-Indus- 
try-Education Day, acquainting lo- 
cal educators with the mobile way 
of life by conducting a group of 
Kent County teachers on a tour of 
local mobilehome parks and sales 
lots. 

¢ ¢ @ 

Towing Limits Eased 

More liberal regulations cover- 
ing the movement of mobilehomes 
are now in effect in several states, 
according to the new “Mobile Home 
Highway Movement Handbook’’ 
published by MHMA in Chicago. 
Combination truck-trailer lengths 
have been increased in Illinois, 
Idaho, Oregon and Yukon Territory, 
with similar relaxation expected in 
other states where regulations now 
present problems in moving longer 
mobilehomes. 










News Highlights 
On An Important 
American Industry 
Presented Toward a 
Better Understanding 
of Mobile Home Life. 


FOREMOST INSURANCE CO., GRAND RAPIDS, MICH. 
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Clipping Job Finally 


Succumbs to Mechanization 








... to assure the most accurate cutting 





. .. and book bonds are laid out flat 


Proximity of machines assure fast work 


... then stapled together electrically 





Flat bonds slide easily into cutter 


Monotonous coupon clipping job made easier, more efficient, with automatic cutter 


One of banking’s last frontiers of 
manual operation, the hand-clipping of 
coupons from bonds, is giving way at 
last to mechanization. The first major 
Manhattan bank to take the step is 
New York’s “newest” bank—Chemical 
Bank New York Trust Company—the 
product of last September’s merger 
which made it the fourth largest bank 
in the nation. 

Since last June, in the bank’s security 
vault at 100 Broadway, coupon-clipping 
has been a wholly new kind of job. 
Where clipping 2,500 to 2,600 coupons 
used to be a big day’s work, as many 
as 12,000 are now clipped with no 
strain in a routine seven-hour day. 
In addition, far fewer man-hours are 
allotted to the task, relieving personnel 
for other duties. 

Vault procedures. What makes the 
difference is the happy combination of 
a new device, the bank’s new Wassell 
Coupon Cutter and the efficient clipping 
procedure the bank’s vault head was 
able to devise, using the clipper as a 
nucleus for a new system. 

Quadrupling of speed is only part 
of the gain, a bank spokesman points 
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out. The pace now is steady. No longer 
does clipped-coupon production suffer 
the familiar mid-afternoon sag _ that 
always results from the monotony of 
a repetitious manual job. And the new 
system, the bank adds, also provides 
substantial extra assurance of accu- 
racy which is one of the biggest prob- 
lems to be faced in bond clipping. 

Secure fastening of each batch of 
bonds and coupons to be clipped by 
stapling with an electric stapler not 
only simplifies handling but also cuts 
down the essential number of countings 
to only two. Previously, coupon count- 
ing was one of the most time-consum- 
ing jobs in the vault. 

Head start. Chemical New York’s 100 
Broadway vault already had a head 
start on efficiency by having all bond 
accounts filed (on shelves) in a numer- 
ical order, with all trusts and estates 
divided into separate folders labeled 
with the months of coupon due-dates. 
Extraction is speeded, since only folders 
of bonds due to be clipped are touched 
at any given time. Nevertheless, the 
bank’s clipping task is so massive that 
even with the new mechanization, 





coupons due next April are already 
being clipped for distribution and col- 
lection this month. 

Manual clipping is retained for 
batches of five bonds or less where 
mechanization would not help the bank 
to any great extent. 

Accurate cutting. Preparation of all 
larger batches for clipping helps hold 
coupons in line for accurate cutting. 
A staple holds each batch of coupons 
intact for enclosure in its envelope for 
forwarding to the bank’s collection 
department where they receive further 
processing. 

After clipping, each batch of coupons 
is quickly “fanned” to make sure 
visually that no coupon has_ been 
mutilated while it was being processed 
in the automatic cutter. 

Today, Chemical New York Trust 
is clipping more than 90 per cent of 
its bonds with the cutter. Almost all 
of the actual work is being done by 
one employee. This full-time coupon 
clipper had no previous banking expe- 
rience prior to taking his present job 
a few months ago. Others can and do 
use the machine easily, on occasion. 
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The Mechanicks National Bank of Concord, N. H. 


installed Ten 











Above is a view of the interior of The Mechanicks 
National Bank of Concord, Concord, New Hampshire, 
showing 10 Model 502 Brandt Electric 
Automatic Cashiers consisting of two units, the keyboard 
and coin dispenser. The keyboard unit may be 
placed apart from the coin dispenser anywhere in 
the teller’s work area, including the cash drawer. 


WATERTOWN Established 1890 
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To give its many customers the very 
best of service in its new modern building, 
The Mechanicks National Bank of Con- 
cord, Concord, New Hampshire, uses 10 
Model 502 Brandt Automatic Cashiers. 
With counter space at a premium, these 
compact, highly efficient, electrically op- 
erated coin paying machines take up the 
least amount of the teller’s work area and 
offer quick, easy operation with abso- 
lute accuracy. 


There is a variety of other types of elec- 
trically operated Brandt Automatic Cash- 
iers to meet the needs and preferences of 
customers. Other Brandt products include 
coin sorters and counters, coin counters 
and packagers, manually operated Brandt 
Automatic Cashiers and a complete line 
of coin wrappers and bill straps. 


A Brandt representative will be glad to 
give you complete information regarding 
any of our products or, if you prefer, we 
shall write you giving full particulars. 
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BRANDT AUTOMATIC CASHIER COMPANY 


WISCONSIN 
Brandt® Cashier® 
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In the time it takes to replace a fuse, 


our night staff processes 2500 cash items 


Even if you had to grope in the dark with 
matches the chances are you could replace a 
burned out fuse in just about five minutes. 

But whatever time of night it was, our 
lights would be burning brightly. 

For all through the night, our staff is 
busy processing cash items. They speed items 
through at the rate of 500 per minute. That 
means that many of the checks mailed to us in 


the afternoon become available funds the fol- 
lowing morning. 

This valuable service by our night staff 
has won the Continental hundreds of enthu- 
siastic correspondents from coast to coast. 

If you would like to enjoy such impor- 
tant advantages, too, phone or write us today. 
We'll be happy to send you full details—or 
discuss it with you in your office. 


CONTINENTAL ILLINOIS NATIONAL BANK 
and Trust Company of Chicago 


Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 
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. Mr, John Woodward, T 
Grant Corporation 
New York, New York 


Dear Mr. Woodward: 


practices ? 


in selecting a new bank ? 
a. Financial condition of the bank 
b. Quality of management 
¢. Reputation 
d. Levnion 


f. Size of bank 


you consider important. 





As a part of my work toward the degree of Master of Business 
Administration at Western Reserve University, lam preparing a thesis 
on the methods used by corporations in selecting beské and determining 
balances to be kept in each. Would you be kind enough to assist me by 
commenting upon the following questions in the Light of your corporation's 


1. Which if any of the tollowing factors are weighted strongly 


e. Personal relationship with management 
' g. If none of the above, please indicate the factors 
2. Do you request financial statements from present and prospec- 


tive banks? Do you find the statements provided to be adequate 


for your purpose or must you request supplementary information? 


if so, may I have a copy of the form you use? 





3. What financial ratios or statistics are of g 





test importance 


to you in evaluating a bank? 
4. If the quality of management is of major importance to you: 

a. What sources are available to you for determining 
the quality ? 

b. Have yeu any objective tests or do you rely upon the 
general reputation of the officers and directors? 

5. Is the location of the bank of major importance ? 

a. De you maintain relations with banks on a national - 
scale, or only with those in locations close to your 
plants or stores? 

b. If not in a large city, do you maintain relations with 
at least one large city bank? If so, for what purpose? 











6. Have you selected a bank b of any unusual service offered 
by it which was not so easily btainable from petitors ? 
7. On what basis are your pany's funds allocated to your 





various bank, aside from courtesy deposits? 

8. Is there any aspect of your requirements for the selection of 
a bank or banks that yor consider unusual or unique in your 
company or your industry ? 


Thank you very much for your assistance, 


Yours truly, 


William C. Stewart 





Questions raised on bank selection factors. Many treasurers replied by letter, in detail 


SEVEN FACTORS WEIGHED 





HOW BUSIVESS PICKS BANKS 


Survey of 177 major corporations reveals their methods 
of selecting banks and of allocating balances to them 


OW does a corporation select 

a bank? This is a question fac- 

ing business firms repeatedly as 

they keep pace with our expanding 

economy. And, of course, it is one 

with which the banks themselves are 
vitally concerned. 

In an attempt to discover current 
practices and measuring sticks used, 
177 major corporations were can- 
vassed on seven questions relating to 
their procedures in selecting banks 





SEE COVER: At the left, R. T. 
Purdy, treasurer of American Mo- 
tors Corporation, reviews bank 
statements with R. C. Hurd, Jr., 
assistant treasurer. 
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By 
WILLIAM C. STEWART 


Assistant Professor of Accounting, 
Ohio University, Athens, Ohio 


and allocating balances to them. The 
work was done in connection with 
the writer’s graduate thesis at West- 
ern Reserve University. This article 
summarizes the findings. 

The first question asked for the 
factors given the most weight in 
selecting a bank. The factors used, 
and the number of times they were 
singled out by responding corpora- 
tions, were as follows: financial con- 
dition, 114; quality of management, 
93; location, 92; size, 72; reputation, 
69; personal relationships, 58. 

A surprising result was the fact 


that financial condition, while men- 
tioned most often, was cited as a 
selection factor by only 64 per cent 
of those replying. The conclusion 
reached was that financial condition 
is important in the sense that banks 
are rarely selected when their condi- 
tion is below standard. However, 
there are so few banks in such con- 
dition that the corporation «gives 
very little weight to it. Banks today 
are covered by state and national 
banking laws which many corpora- 
tions indicated afforded sufficient 
protection to the depositer. Further, 
many accounts are opened for payroll 
and working fund purposes and gen- 
erally fall within the $10,000 maxi- 
mum Federal Deposit Insurance Cor- 
poration coverage. These reasons 
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were given by most treasurers as the 
basis for their reply. 

Of the 114 companies giving 
weight to financial conditions, 50 in- 
dicated that they follow a ratio anal- 
ysis procedure. The second question 
inquired into the most popular ra- 
tios used for analysis by the corpora- 
tions. The more popular ratios, and 
the number of times they were men- 
tioned by corporations, were as fol- 
lows: 

Liquidity (cash and government 
bonds to deposits), 50; capital to de- 
posits, 50; loans to deposits, 48; net 
worth to risk assets, 22; capital to 
real estate, 16; loans to capital, 14. 

Most corporations study the ra- 
tios on a trend basis comparing the 
ratios at similar dates for a period 
of five or ten years. Frequently, the 
individual bank ratios are compared 
to group ratios obtained from the 
Federal Reserve System. A variation 
of this procedure used by a small 
number of companies was a chart, 
comparing the same _ information 
through the use of a line graph. Gen- 
erally, the companies favoring an ex- 
tensive ratio analysis were the util- 
ities, which require many banks scat- 
tered throughout their territories, 
for collection purposes. 


F those corporations commenting 
negatively on the subject of ra- 
tios, most financial officers were of 
the opinion that analysis is expensive 
and the results do not justify the 
time required for intensive analysis, 
while a weak bank cannot be discov- 
ered by a brief review of the state- 
ments. Others stated that bank state- 
ments were generally too condensed 
to be of real value and several men 
considered lack of an income state- 
ment to be a major weakness. I 
reached the general conclusion that 
more corporations might conduct 
analyses if information was avail- 
able in sufficient detail to determine 
the bank’s policy in such important 
areas as investments and loans. 
The fourth question dealt with 
measures of managerial quality and 
sources of information concerning it. 
This is understandably a _ subject 
which does not lend itself well to ob- 
jective measurement, but certain 
practices did emerge from the re- 
sponses. As an objective test, the 
financial record of the bank was often 
mentioned. Such items as increases 
in capital and profitability were in- 
dicated. More frequently the general 
reputation of the directors was con- 
sidered the best measure. An “out- 
side” board consisting in part of out- 
standing men in other fields was an 
important determinant in this area. 
In this same vein, several corpora- 
tions indicated that the presence on 
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The author, analyzing a batch of questionnaire replies 


the board of men from their own or 
related industries was an important 
point. This situation was of two-fold 
value as the corporation not only 
could gauge the directors’ ability 
from its own knowledge of the men 
involved, but also felt that the bank 
would be more aware of the problems 
peculiar to that industry. Concerns 
relying most heavily on borrowed 
money (such as those in the aircraft 
industry) paid particular attention 
to this aspect of the bank’s manage- 
ment. Generally, all corporations pre- 
fer to see men of known reputation 
in corporate life as a part of bank 
management. Some corporations pre- 
pared lists of the directors of present 
and prospective banks, giving the 
other corporate affiliations of these 
men, to guide them in their relation- 
ships and selections. 

The fifth question inquired into 
the importance of bank location. The 
location of the bank can be important 
from both the national and local 
standpoint. First, almost all corpora- 
tions desired a New York bank con- 
tact, as that city represents the 
American money center. They felt 
that an entry to the major capital 
market was of great importance as 
an aid in obtaining capital funds, 
presently or in the future. Addition- 
ally, many of the corporations inter- 
viewed regarded a New York bank 
as important for foreign operations. 
A second aspect of national location 
is the desirability of using a “local” 
bank in areas where the corporation 
operated a plant or other major facil- 
ity. The desire for using the local 
bank stemmed primarily from the 





good public relations which the cor- 
poration believed it would receive 
as corporate money was permitted to 
flow to those communities which sup- 
ported the company by helping to 
produce its products. 

The corporations were not too par- 
ticular about location of. the local 
bank. Almost all felt that other con- 
siderations were more important. 
Even if the plant or office was located 
in an outlying area of the city, a ma- 
jor downtown bank would often be 
selected because of other advantages 
offered by it. Some corporations, pri- 
marily retail organizations, desired 
a relationship with the closest bank 
to facilitate the deposit of change 
and currency. Others stated that the 
availability of armored car service 
made this unnecessary. Another im- 
portant reason for a_ relationship 
with the nearest bank was the con- 
venience to employees of cashing pay- 
roll checks. To some extent branch 
banking enters into the picture. 
Where it is permitted, a corporation 
may carry a general funds account at 
the main office while carrying payroll 
or working funds at the nearest 
branch. Another approach is to fa- 
vor the local area with an account 
to improve the atmosphere for em- 
ployee loans. This is probably becom- 
ing less important as employees move 
farther from the plant area. 

The question of size revolved 
around the problem of lending limits 
and account balances. If a corpora- 
tion wished to borrow, then they 
must have a banking relationship of 
sufficient size to provide them with 
at least a significant portion of the 
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Three rs Comebietionll Drawn From the Corporate Treasurer Study 


Personal Factor 
1. While it was impossible statistically to measure the 
effect of personal relationships upon bank selection, the 
thread of this factor runs through an overwhelming number 
of replies. It seems quite apparént that the bank which 
builds a good reputation in the business community, which 


of business and serves to point up the fact that banking 
requires the selling and the cultivating of the customer. The 
traditional picture of the banker as an unreachable individual 
is rapidly being replaced by the picture of a personable 

low with a desire to help. The study emphasized that 
corporations want and patronize the latter type. As more 





more corprations move out from vndee, Mistrial family 


and/or banking control, this movement will continue. 


come so great that reliable sources of information have 
become vitally necessary. Trade associations have grown up 
as a partial answer to this need, but due to the reluctance of 
many companies to expose their operations to their com- 
petitors, there remains many areas of the industry upon 
“which facts are meager. The alert bank can fill this void be- 
cause of the confidential relationship they maintain with 
their customers. They are in a position to obtain it and can 
transmit it in a manner which appropriately disguises the 


identity of the source. This interchange of information is one 


of sive 
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tion as a factor in bank selection. 
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yield little meaningful information. The return on time in- 
vested would be negligible as one would almost always con- 
clude that the bank was certainly meeting the minimum ~ 
standards of safety. A few respondents expressed the opinion — 
that the income statement was a more appropriate place to 
look, as it tended to give information concerning a bank’s 
financial efficiency: 














Important: management reputation, personal acquaintances, close links with specific industries 


desired funds. This, for the large 
corporation, meant a large bank as 
the bank can lend only 10 per cent of 
its permanent capital to any one bor- 
rower. As to account balances, sev- 
eral corporations stated that they 
favored relationships with banks of 
such a size that the account was im- 
portant to the bank. This would tend 
to favor the bank of moderate size. 


HE reputation of the bank be- 

came important where several 
banks of similar size were being con- 
sidered. Generally a check with the 
corporation’s main banking relation- 
ship was sufficient to establish 
whether the prospective bank was of 
sufficient stature to warrant the ac- 
count. Again, the stature of the di- 
rectors was important, but more 
basic was the ability of a bank to do 
the job. In this respect, several cor- 
porations are likely to inquire of 
other corporations with similar cir- 
cumstances on the bank’s reputation 
in a certain area of service. 

The question of personal relation- 
ships is sometimes a problem. Most 
of those replying, however, adopted 
the position that such relationships 
were beneficial as long as the bank 
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received nothing undeserved. There 
is a strong human element in the 
process of bank selection and after 
the more objective tests have been 
passed, it appears that personal rela- 
tionships become of increasing im- 
portance. Not uncommonly the bank 
is in a position to aid new executives 
of a corporation in the purchase of a 
home or to gain entry to a social 
group. The executive may then find 
himself in a position to reciprocate 
this favor through directing accounts 
or borrowings to that bank. Many 
corporations found this not objec- 
tionable as long as the bank met 
quality standards and was capable of 
performing services required. 

Two other factors were mentioned 
with some frequency. Familiarity 
with industry problems was impor- 
tant to those companies engaged in 
seasonal borrowings, such as the to- 
bacco and agricultural industries. 
Where frequent recourse to bank 
financing is involved, it was of great 
importance to these companies to 
find banks willing to create special 
areas and train personnel to handle 
them. The other factor was aggres- 
siveness. Somewhat difficult to de- 
fine, it included the bank’s frequent 


contact with the company, innovation 
of banking techniques and the occu- 
pancy of desirable quarters. The tone 
and character of a bank are impor- 
tant; since many corporations today 
feel that they are aggressive, they 
find themselves most comfortable 
when dealing with a bank with a sim- 
ilar inclination. 

The corporations were asked if 
they had selected a bank because of 
any special service rendered which 
was not generally available from 
competitors. Almost all expressed the 
opinion that any unusual service is 
not alone a basis for selection. Such 
new services as lock box and recon- 
ciliation services fall in this cate- 
gory. Other services such as foreign 
or special industry departments take 
longer to establish and therefore a 
corporation might select a bank on 
this basis. Such services are in the 
nature of a specialty, however, and 
carry an appeal for only a limited 
number of companies. 

The seventh question inquired into 
the methods of allocating funds be- 
tween banks. Allocation methods as- 
sumed two general forms: one, a 
comprehensive analysis of the bank’s 

See HOW BUSINESS PICKS BANKS—Page 80 
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Views and experience of a $40 million bank 
on this frequently debated question 


Should Banks Get Into 


REVOLVING CREDIT? 


By 
JOHN W. JONES 


Vice-President and Manager, 
Consumer Credit Department, 
The Lancaster County National Bank, 
Lancaster, Pennsylvania 


UCH has been written and dis- 

cussed about the extremely 

promising future, or the dire 
consequences, of revolving credit. 
The point of view seems to depend 
greatly upon where the critic is 
standing when he expresses his opin- 
ion. Admittedly, in most cases it is 
far too early to forecast the long- 
range behavior of check credit, ready- 
credit, credit-line or whatever the 
bank’s particular name for revolving 
credit may be. While a few large 
banks in the country can appraise 


their pioneer programs that date 
back two to five years, to the majority 
of participating banks it is a new and 
untried service. 

But to management of The Lan- 
caster County National Bank, our 
Credit-Line accounts represent an 
exciting venture in consumer credit. 
Our bank views revolving credit as, 
first, an excellent means to attract 
new customers and remain compet- 
itive with other financial institutions 
in the community, and second, as a 
highly profitable business in itself. 
True, revolving credit is a rather 
marked departure from other types 
of instalment lending. But it is really 
nothing more than another credit 
service of the bank, another oppor- 
tunity to encourage the bank’s depos- 
itors to take care of al] of their finan- 


Analyzing results after first six months of operation 


Author, right, and J. E. Barry, assistant manager, Consumer Credit Department 

















Se = = 
Report on Credit-Line Loans 
5/1/59 to 10/31/59 
Total number of Credit-Line 
applications received ..... 686 
Number approved ........ 533 
Dollar amount approved ... $401,640 
Number rejected .......... 153 
PRBIUCTION THTIO 2. nce ccs 22.3% 
Number of Credit-Line Ac- 
counts with no previous ex- 
COED Gisia's oS iia weeds 306 
| Number of Credit-Line Ac- 
counts with previous ex- 
NB i605 3 crab o eS Os 380 
Type of previous experience 
| Checking Accounts ...... 114 
SS Sree Te at ae 70 
| 6 64,0-aiw de Kaekiors pam 196 
| Number of Credit-Line Ac- 
count applications  con- 
verted to Personal Loans 41 
Personal Loans outstandings, 
PA 54 5 anit hubg cel wher igus due $995,977 
| £ Fy ae arEeir $1,248,188 
Number of Credit-Line Ac- 
ees eee 458 
| Per cent of Credit-Line Ac- 
er 89.8% 
Dollar per cent in use ....... 66.6% 
Dollars in use, 10/31/59 ..... $267,454 
NE Td Vn whats sw pipe Sarwe aiss $325,758 
a ere Te es Te ee $67,739 
Volume is ahead of estimates 
cial needs within its doors, and more 
importantly, an attractive advantage 
over other local financial institutions. 
To be sure, no bank can give carte 
blanche privileges to all of its depos- 
itors to make use of revolving credit. 
Considerable thought must be given 
to who can qualify for a credit line 
and the amount of money that can be 
credited to each account, before a 
bank jumps into this credit field. 
Most of the threatened abuses of 
check credit can be side-stepped by 
the careful drawing of ground rules 
prior to the actual inception of the 
service. Approval of a check credit 
customer is, of course, a much more “ 
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responsible selection for the bank 
than the applicant for ja regular in- 
stalment loan. A thorough investi- 
gation of the person’s ability to meet 
his obligation protects the customer, 
as well as the bank. We think that 
the initial success of our program is 
a contradiction to the critic who sees 
revolving credit as posing a danger- 
ous avenue for the over-extension of 
credit. 

When we speak of initial success, 
we admit that the program is little 
better than six months old at Lan- 
caster County National. And yet, the 
first six months have been all that 
we had predicted. We have exceeded 
the half-way mark in our first year’s 
efforts to approve a total dollar 
amount of $500,00 for some 1,000 
credit lines. To date, we have ap- 
proved 533 applications totaling 
$401,640. 

We have been called a progressive 
bank, and if this is taken to mean 
that we have been quick to seize upon 
new developments, then we are happy 
to say that we live up to the reputa- 
tion. Though our separate consumer 
credit department has only been in 
existence since 1951, 10 people have 
been added to the original staff of 
three, and personal loan outstandings 
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have risen to $114 million. Total con- 
sumer loans are now near the $6 mil- 
lion mark. 

When national attention was fo- 
cused on revolving credit in the first 
part of 1958, we at once asked our- 
selves what this new line of credit 
could mean to a $4144 million bank 
serving a particularly prosperous in- 
dustrial and agricultural center. We 
have the largest installment credit 
department in a county served by 34 
banks, and we have a number of 
“first time” services to point to, in- 
cluding a highly successful volume 
of mobile home paper that we have 
offered since 1952. With broad con- 
sumer credit experience in our area, 
we quickly agreed to set up the neces- 
sary machinery for revolving credit. 

Fifteen days before our Credit- 
Line Account plan was started, we 
began promoting the program with 
newspaper and radio advertising. 


Credit applicants come here for thorough briefing on plan 


Bank’s consumer credit headquarters is located in this branch office 


Specially-designed promotion gets program off to fast start 












Daily newscasts carried the credit- 
line theme, and all of our advertising 
invited applications. The 15 days en- 
abled us to process the initial flood 
of applications that were received. 
The day before the effective date of 
this new service, we mailed out spe- 
cial check books to approved custom- 
ers. The next day our checks popped 
up all over the city. 

A specially-designed mailing piece 
giving particulars about the plan was 
mailed to selective paid-out accounts. 
A more general piece detailing the 
advantages of the credit-line was 
used as a statement stuffer to all de- 
positors. As stated earlier, our main 
goal was to serve our existing cus- 
tomers more fully while reaching out 
for those people we did not serve— 
especially the lower executive group 
who were prime prospects for serv- 
ices of other bank departments. 

See REVOLVING CREDIT QUESTION—Page 80 


















Competition, growth, underline importance of 


banking’s human resources 


Current Bank Trends in 
PERSONNEL ADMINISTRATION 


ANK management is changing 
radically in scope and function, 
and these changes have been ac- 

companied by major new develop- 
ments in bank personnel administra- 
tion. For it is only through the skill- 
ful use of human resources that a 
bank’s objectives are accomplished. 

Bank management is causing con- 
siderable interest among people out- 
side the industry because of the dra- 
matic changes which are taking place 
in banking in the United States and 
Canada. More and more articles on 
the subject are underscoring the 
main theme that many banking tra- 
ditions are being broken and that 
banks are now engaged in marketing 
and merchandising activities along 


A perceptive analysis of every bank job, stressing end result accomplishments, is considered basic to 





By WILLIAM H. KLIPPERT and EDWIN S. RAUB 


Partner 


Principal 


Edward N. Hay & Associates, Philadelphia, Pennsylvania 


with industrial and other service or- 
ganizations. 

Certainly there is evidence that 
something significant is happening, 
for bank advertising, promotion and 
public relations activities are more 
obvious than ever before. Bank mer- 
chandising is becoming streamlined, 
and this streamlining blends with 
the architecture of the glittering 
new bank buildings. 

In increasing numbers, banks are 
expanding their retail business. 
There are fewer banks today, but 


those which remain tend to be larger. 
As in other industries, mergers are 
accounting for a significant amount 
of this growth in size. 

Speaking broadly, survival is the 
prime motivating factor at the root 
of these changes. Although banks are 
just as necessary as in the past, the 
public, the owners, and the business 
world are taking a somewhat differ- 
ent view of banking, making greater 
and more varied demands upon the 
industry, and looking more critically 
at bank management and operating 
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From left, clockwise: L. C. Barrett, secretary; A. M. Ross, executive assistant; I. D. Macarthur, assistant general man- 


ager; Mr. Klippert; E. Brown, assistant general manager; 
J.J. Grela, Edward N. Hay & Associates; H. E. Burns, superintendent; G. E. Hynes, F. F. 


A. T. Lambert, vice-president, general manager; Dr. R 


aub; 
Hull, and S. T. Paton, assistant 


general managers; and R. E. Saunders, chief accountant 


Toronto-Dominion Bank officers in personnel planning session with management consultants 


philosophy. A senior executive in one 
of the leading banks recently com- 
mented on these facts by saying, 
“There is no such thing as loyalty 
to a bank today. People tend to take 
their banking business to the bank 
most convenient to them and best 
able to serve their needs.” 

Many areas are experiencing a 
rapid growth of business and popula- 
tion, causing banks to expand their 
facilities and services in both the 
large urban centers of population 
and in the rural areas on the verge 


of greater development. New centers 
of commercial banking influence are 
springing up, to some degree the re- 
sult of the decentralization of in- 
dustry, and the consequent popula- 
tion movement toward the South and 
West. National corporations are 
spreading their banking business 
throughout the country as their pro- 
duction and marketing facilities are 
decentralized, and this movement has 
the affect of challenging the tradi- 
tional centers of banking power and 
some concepts of bank management. 


Te Ee a, 
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The functions of personnel admin- 
istration, in keeping with these 
trends, are taking on a more profes- 
sional tone, because this, too, has be- 
come a requirement for survival. 
This is not to pass judgment on the 
former practices of bank manage- 
ment but rather to emphasize that 
the practical realities of everyday 
business life are dictating, more than 
ever before, the directions in which 
management moves. And today, more 
than ever before, we see trained per- 

See PERSONNEL ADMINISTRATION—Page 82 


sound personnel management. Here is an example, focused on aspects that will “make or break” the job 
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This unorthodox country banker operates 


far beyond his farm community area, 
achieves remarkable results 


WILL OSBORY'S 
Big Small-Town Bank 


O an experienced banker’s eyes, 

something plainly is out of bal- 

ance between the population of 
Culver, Indiana, and the size of the 
figures on the statement of its only 
bank. The bank’s deposits of $22 
million and loans of $11 million 
are wholly disproportionate to the 
town’s 1,600 people, even if you add 
in the 1,200 population of neighbor- 
ing Argos where the bank has a 
branch. 

The ratio of bank to town has not 
always been so. Twenty-five years 
ago, in 1934, deposits at $1,400,000 
were not out of line with the two 
towns’ combined population of per- 
haps 2,000. Fifteen years ago, in 
1944, there were unmistakable signs 
of extraordinary growth, for depos- 
its were $8 million and loans $2,- 
200,000, while combined population 
was around 2,200. Already the bank 
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had too much business per capita by 
ordinary standards. 

Ordinary standards do not apply 
to The State Exchange Bank for one 
good reason, named W. O. Osborn. 
Will Osborn has worked in the bank 
for something over 50 years, at first 
as cashier and since 1951 as presi- 
dent. The bank is the lengthened 
shadow of the man. His approach 
to banking is in some respects un- 
orthodox. But the record of this bank 
through the years offers a strong tes- 
timonial to the practicality of these 
policies. 

“When everything was booming 
back in 1929 and we had about $1 
million in deposits and a capital ac- 
count of $135,000, I would have set- 
tled for assurance that we could ever 





get our bank up to $2 million,” Mr. 
Osborn admits. 

In fact it took until 1938 to attain 
the second million and three more 
years to reach $3 million. After that 
its business began climbing steeply, 
and deposit growth ever since has 
averaged about a million a year. In 
the interval, capital funds have risen 
to $1,200,000 solely out of earnings. 

During the 1930 depression with 
recurrent bank crises, The State Ex- 
change Bank was in such good shape 
that it was able to keep on loaning 
to its own customers and a good 
many other people who could not get 
credit elsewhere through no fault of 
their own. Mr. Osborn does not talk 
about it, but associates recall that he 
frequently borrowed on his own ex- 
cellent credit during those lean 
years, using the money for personal 
loans to people who could not get 


Facilities and personnel policies are far beyond normal expectations for a country bank 


Attractive lobby at the Culver main office 








Bookkeeping room could be model for larger banks 
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Totals disproportionate to a 2,800 two-town population 


bank loans but of whose honesty and 
eventual solvency he felt confident. 

He declares his bank’s record of 
deposit growth and rising profits got 
its start from the friends made in the 
depression years, and has continued 
growing through giving superior 
service. Competing bankers within 
the radius of fifty-odd miles from 
which The State Exchange Bank 
draws many choice depositors and 
borrowers incline to attribute this 
growth to Mr. Osborn’s continuous 
and aggressive drive for business on 
terms they are not always willing to 
meet. 

“Shucks, we don’t solicit business 
elsewhere,” he protests. “But when 
folks inquire about opening an ac- 
count or arranging for their credit 
needs, we don’t let distance interfere 
with giving them a prompt answer. 
Naturally, we try to say yes to them 
as often as we can. 

“People come to a bank for money 
in about the same circumstances as 
they go to their doctor,” he believes. 
“A man puts off asking for a loan 
until he needs it. Then he can’t wait 
until a scheduled directors or dis- 
count committee meeting at its semi- 
monthly session. That’s where we 
get a lot of good loans. We permit 
an exception to our rule of imme- 
diate answer only when some essen- 
tial fact is impossible to get on short 
notice. Otherwise, we make the nec- 
essary inspection the day after re- 
ceipt of a loan application and give 
the applicant an answer not later 
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than the following day. Often we can 
give him a decision the same day he 
asks us for the loan.” 

Such sudden service is possible 
because The State Exchange Bank 
has two full-time outside men for 
just such situations. One is the 
bank’s farm’ representative; the 
other has a background more in 
commercial and public affairs. Each 
is thoroughly competent to do a re- 
spectable job of appraising or in- 
specting in the other’s particular 
field when occasion requires. Both are 
mature men with judgment and au- 
thority to make loans within speci- 
fied limits. When loan applications 


Morning “cabinet meeting” maps course of the day’s work 


Mr. Osborn, fifth from the left, reads loan inquiry 


do not press them, they are kept busy 
calling on customers and keeping a 
watchful eye on outstanding loans. 

Experience has convinced Osborn 
and his organization that genuine 
eagerness to approve loans, when 
coupled with ingenuity, will make 
many an unpromising application 
into a bankable note. This they see 
as a major reason why so many de- 
sirable commercial and farm loans 
come to their bank from folks beyond 
what would seem to be its normal 
trade territory. A borrower at The 
State Exchange Bank who, on a 
painstakingly worked-out deal, gets 
the money he needs after being 
turned down elsewhere, is unlikely 
to take his business back to his home 
town once he pays off his Culver loan. 


ATISFIED customers spread 
word of this cordial banking atti- 
tude. One consequence is the steady 
trickle of total strangers who walk in 
or call up on the recommendation of 
friends. On a typical bank day at 
Culver it is not unusual to hear from 
someone a hundred miles away who 
wants substantial financing to help 
him buy a business, or a farmer two 
counties away who needs a five-figure 
loan for stocking his feedlot with 
young steers. Two days later each of 
these men has a definite yes-or-no 
answer from the bank. 

The State Exchange Bank insists 
that its loaning officers must spend 
more care and effort explaining a 
loan rejection than in accepting the 
loan. They find this has two advan- 
tageous results. First, once the 
would-be borrower fully understands 
the bank’s objections, he may be able 
to help devise an acceptable way 
around these: reduce the request, 
offer more desirable collateral, or 
schedule better repayment dates. 
Second, if the rejection sticks, the 





















K. P. Williams, farm representative, “signs up” a rural borrower 


Extremely loan-minded, the bank specializes in fast service 


loan applicant may go away dis- 
appointed but he is not angry. This 
is important if in future he develops 
a more acceptable financial picture. 
In the words of the bank’s farm rep- 
resentative, “I never want to throw 
anybody so far we can’t go pick him 
up again!” 

Salary scales of employees and of- 
ficers at The State Exchange Bank 
are high by country bank standards; 
they compare not unfavorably with 
those in much larger cities. Fringe 
benefits also are high: group life, hos- 
pital and medical insurance, and re- 
tirement pensions cost a total of 
$100,000 a year for the 80 employees 
of the bank and its affiliates. For 
many years the bank paid, in quarter- 
ly instalments on dividend days a 6 
per cent “dividend” on salaries to 
match the 6 per cent paid to share- 
holders. In recent years the salary 
dividend has been 10 per cent. 


HE bank cafeterias at The State 

Exchange Bank and at an affiliate 
under identical stock ownership in 
neighboring LaPaz, Indiana, serve 
breakfasts and lunches free of charge 
to all employees who wish them, cur- 
rently more than 80 per cent of the 
entire personnel. At the Argos 
branch, which is too small to justify 
a cafeteria, bank employees eat at a 
local restaurant at bank expense. In 
the two cafeterias, coffee and be- 
tween-meal snacks are free for the 
taking, and management does not 
gripe about coffee breaks. “If they 
take a few minutes off, they’ll make 
it up when they get back to their 
jobs,” the boss believes. 

Will Osborn is convinced that 
happy, satisfied employees are just 
as essential to successful banking as 
are happy, satisfied customers and 
stockholders. Back in 1942 the Culver 
bank’s stockholders purchased the 
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Farmers State Bank at LaPaz. It had 
$600,000 deposits in a town of 200 
population, and its earnings were un- 
comfortably low. 

When Mr. Osborn looked over the 
meagre payroll, he announced to the 
carry-over cashier, “We’ve got to 
pay the help better than this.” 

“We can’t afford to pay them any 
more,” the officer replied unhappily. 

“Shucks, we can’t afford not to pay 
’?em more,” the boss persisted, and 
upped each salary by a substantial 
percentage then and there. 

He likes to point out that earnings 
of the LaPaz institution went up in 
the next year. The reinvigorated em- 
ployees proceeded to collect from de- 
linquent borrowers charged-off notes 
totaling 33 per cent of the purchase 
price that the new owners had paid 
for the bank. Earnings took a sharp 
upward turn in the second year, and 
have continued at a satisfactory level 
ever since. The capital account has 
grown from $46,000 to $336,000 in 
17 years entirely out of earnings, 
and the bank has in the interval 
erected and moved into a thoroughly 
modern building with a large park- 
ing lot. Deposits totaled $6,700,000 
at the most recent call. 

Workrooms and offices in the three 
institutions—Culver main office, Ar- 
gos branch, LaPaz affiliate—are spa- 
cious, comfortable, and _ well-deco- 
rated beyond normal expectations 
for even a big city institution. The 
Culver bookkeeping department could 
serve as a model for the most modern 
bank of much greater totals. Inci- 
dentally, the space provided here for 
expansion indicates the manage- 
ment’s confidence that their bank has 
by no means reached maximum size. 

Mr. Osborn is touchy when folks 
talk about The State Exchange Bank 
as if it were under a one-man man- 
agement. “Of course a lot of people 











want to do business with me person- 
ally because I’ve been here so blamed 
long,” he protests, “but we’ve got a 
staff of able men and women here 
such as is required to run a bank of 
this size. What’s more, we rely on 
them to run it.” 


OWEVER one may discount his 
modest claims, the bank unques- 
tionably maintains an executive force 
that would not seem out of place in 
the top bank of a city of 100,000 pop- 
ulation. Each morning at 8 o’clock, 
all of this group who are not out of 
town or otherwise detoured, sit down 
around Mr. Osborn’s big oval table 
for what is essentially an officers’ 
meeting, even though not all those 
in attendance have officer status and 
not all officers are present. The cab- 
inet meeting includes three or four 
top officers, the two outside represent- 
atives, the auditor, the president’s 
secretary, and a stenographer to 
make notes on what is decided. They 
fan through the morning’s mail, dis- 
cuss recent developments, listen to 
reports on major loans, inspections, 
and appraisals, and in general map 
the course of the day’s business. Then 
they disperse to their respective du- 
ties, with everybody informed of 
what is being done by everyone else. 
Community relations have an im- 
portant place in the institutional pol- 
icies. Its big building in the heart of 
Culver’s business district was for- 
merly partly rented to tenants. In 
1957, this was completely remodeled 
for the bank’s use. Even then, park- 
ing space on the street was at a pre- 
mium. Citizens and visitors were un- 
See BIG SMALL-TOWN BANK—Page 81 
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When Ferndale National’s president plans 
to install his nephew as cashier... 





MR. CLUTCHDILES PROTEGE 


Learns How to Scalp 


By 
FRED COPELAND 


Illustrated by Chas. Herzog, III 


T was regrettable, especially at 
Director Clutchbill’s time of life, 
to have a situation naively snatch 

him back of the gills. But Mr. Clutch- 
bill’s spirits from much recent sit- 
ting-on hung limp like his coat tails 
as he followed with thin, bent legs 
the board out of the directors’ meet- 
ing. 

Like an ancient mariner he 
steadied himself with one hand 
against the door jamb to the front 
office, and distastefully regarded the 
other four members of the board 
scuffling silently out to the street. He 
waited grimly till the last one was 
out and then he hitched his old, stoop- 
ing form around and went into the 
front office where Assistant Cashier 
John Atwood was about to close his 
desk for the day. 

He bowed absently when John 
smiled a welcome, and gratefully 
sank into his accustomed chair be- 
tween John’s desk and the big front 
window. Immediately he began re- 
garding John with a peculiar scru- 
tiny through the thick lenses of his 
spectacles as though John were on 
inspection like a hand-knit doily on 
display in the Floral Hall at the 
county fair. 

“John,” he said, blowing the last 
of the battle smoke of the directors’ 
meeting from his nostrils, “I ain’t 
so frisky as I was once, but them 
four scouts know I’ve reached that 
time of life where I don’t fear ’em 
none!” 

In the old director’s words John 
felt that emptiness in his head and 
stomach so common with him when 
something of a serious nature had 


January, 1960 





been unveiled about him in direc- 
tors’ meeting. 

“Maybe it’s a good thing it’s hap- 
pened,” mused the old _ director. 
“It’s goin’ to test yuh, John; and it’s 
goin’ to show whether you’ve heeded 
my trainin’ the last few years.” 

“If they are trying to pull some- 
thing on you again, Mr. Clutchbill, 
I’m going to stick by you!” 

“Do you know what them four 
punkin-colored villians are trying to 
do? Headed by our highly beloved 
president, Mr. Perkins, they are 
tryin’ to make me agree to let Per- 





Mr. Clutchbill fumed, “We’re going to have another bank here” 


kins’ nephew from Belton Village 
take the job of cashier of this bank.” 

There escaped from John’s lips an 
outraged whoop of wonder. 

“T tell you straight, John,’ went 
on Director Clutchbill, “I’ve been 
trainin’ you for cashier. And now 
that our former incumbent on the 
job has sought pastures where the 
pickin’ is better, it’s proper, while 
I’m alive, for you to step up to 
cashier and Willie Dexter should be 
assistant cashier. But I’ve decided to 
let you, yourself, crawl on top of ’em. 
See DIRECTOR CLUTCHBILL’S PROTEGE—Page 84 
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special nylon transit bags for volume send- 
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Hanover’s combination of special 
handling, modern equipment, time-saving 
devices and the best use of its extensive 
facilities puts you out in front in the transit 
race. 


Another reason why so many banks cor- 
respond with... 
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WASHINGTON VIEWPOINT 








Mason Bill’s Chances 
Seen Dim This Year 


The mid-December hearing on tax 
equality before the Ways and Means 
Committee of the House served to 
point up the issues in the tax equal- 
ity controversy between commercial 
lenders and mutual-type institutions, 
and also to provide a glimpse of the 
Committee’s attitude toward it. 

On the negative side, the hearing 
proved that compromise is not in 
sight, and strongly indicated that the 
bill introduced by Rep. Noah M. 
Mason, Republican of Illinois, can- 
not be pressured through the House 
this year. This indication is sup- 
ported by a statement by Committee 
Chairman Wilbur D. Mills, Democrat 
of Arkansas, that there will be no 
major changes of tax law this year. 

Mr. Mills pointed out that from 
the beginning, the tax hearings were 
exploratory in nature, and should 
not be regarded as legislative hear- 
ings related to any particular bill 
or group of bills. There were, of 
course, references to the Mason bill, 
since this is the measure which the 
American Bankers Association has 
supported, at the cost of a serious 
rift between its commercial and 
mutual savings bank members. 

There is a prospect of legislative 
hearings on the Mason bill, but this 
prospect should not be overestimated. 
Mr. Mason holds prominent seniority 
on the Committee, and when he 
presses for a hearing on a bill, he 
usually has his way. But that is far 
short of bringing the bill up to a 
vote and prevailing in the Committee 
and the House—and then there is the 
Senate. 

The central arguments are these: 
(1) Is an economic, social or hu- 
manitarian purpose served by main- 
taining a tax law differential favor- 
ing mutual-type institutions? ... 
(2) If so, how much should the dif- 
ferential be? 

At present, savings and loan insti- 
tutions and savings banks must pay 
the regular corporation income tax 
on further additions to re. after 
the level of reserves has become 12 
percent of withdrawable accounts. 
The A.B.A. has contended that the 
mutual-type institutions pay a neg- 
ligible tax because, by their rapid 
growth and liberal interest-dividend 
policies, they manage to stay below 
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the 12-percent reserve water line. 

The mutual institutions have been 
given the 12-percent reserve priv- 
ilege because, as Mr. Mills described 
it, they hold a higher percentage of 
non-liquid assets than commercial in- 
stitutions. Dr. Kurt E. Flexner, a 
deputy manager of the A.B.A., dis- 
puted this, holding that amortization 
and broader distribution of the 
mutuals’ assets have largely erased 
this distinction. 

The 12-percent figure was. admit- 
tedly a compromise, and Mr. Mills in- 
dicated full willingness to hear argu- 
ments whether it should be raised 
or lowered. He seemed to adhere, 
however, to the general idea that 
some sort of differential is desirable. 

There could be some progress this 
year toward aiding the banks in the 
bad debt reserve field. While the 
Treasury is against “piecemeal” tax 
cuts, the Comptroller of the Cur- 
rency has repeatedly advised Con- 


gress that the “moving average” for- 
mula now in effect has a tendency to 
reward banking institutions that 
have a poor record of collecting debts 
in the past—in short, a premium for 
shoddy banking. 


Sd ¢ * 


Tax Withholding From 
Interest——Next Coming? 


The law of diminishing returns is 
a great moderator of bold visions. 
That is a fancy way of saying that 
anyone who seeks to collect money 
from the public, either in debts or 
contributions, has to watch his per- 
centages. 

The Commissioner of Internal 
Revenue is always in this position: 
he must weigh continually how many 
bucks to expend chasing a tax buck 
owed but unpaid, although in fla- 
grant gangland cases the Treasury 
and Justice Department will rack up 
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costs without limit in order to obtain 
a conviction, just to prove that crime 
doesn’t pay. 

The matter of immediate concern 
is quite different, however, for it is 
not likely that any American citizen 
will be thrown the book for failure 
to report the amount of interest com- 
pounded into his savings account. 
Not one out of ten citizens, with all 
good intentions, would know how to 
figure the increment—which means 
that the bank would have to do it 
for the other nine, and that is the 
point of the law of diminishing re- 
turns. Operating costs would become 
consuming, both for the bank and for 
the tax collector—the latter paying 
52 per cent of the bill. To the extent 
that the Treasury might be able to 
recover some of the estimated $5 bil- 
lion of unreported interest and div- 
idend income, there is an offsetting 
loss of revenue which Uncle Sam 
would have to sustain in meeting the 
collection costs—both direct costs 
and the 52 per cent. 

There are three levels of action. 

© First is the withholding of taxes 
at source. This would be the auto- 
matic withdrawal of a portion of a 
savings depositor’s interest earnings 
by the bank, turned over to the 
Treasury. This would leave it up to 


the deposit holder to join battle with 
the tax people to recover an overpay- 
ment, depending on what percentage 
portion might be established. This 
might be a bonanza for tax account- 
ants and lawyers, but most voters 
would most certainly regard it as an 
oppressive infringement of liberty, 
and if the Congress should sanction 
it, the courts would examine its con- 
stitutionality. 

® Second is the somewhat opposite 
idea of relying on moral suasion. 
Holders of savings accounts are to 
be reminded of their civic duty to 
pay taxes on the increments of their 
savings balances. Some difficulties 
arise here, from the standpoint of re- 
quiring banks to needle the holders 
of savings accounts to face up to 
their taxes, however paltry. One way 
would be for the bank to send a slip 
to the depositor saying “You have 
been credited with $59.32 of interest 
during the past calendar year. . . 
Don’t forget to include this on your 
tax return.” It is recognized that any 
bank that sent out such a notice to 
its savings depositors would soon find 
itself without savings depositors. 
A.B.A. President John W. Reming- 
ton would approach the matter dif- 
ferently. . . Let the banks cooperate 
the best they can, by including tax 
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reminders in their mailings to cus- 
tomers during the February to April 
“tax conscious” months, without be- 
coming informers against their own 
customers. There seems to be a con- 
centrating area of agreement on this. 
The Internal Revenue Service has de- 
signed a reminder form for this pur- 
pose, and many banks are distribut- 
ing revised. versions of it. 

© Third is the “laissez-faire” an- 
gle advocated, among others, by 
Harry M. Arthur, president of the 
Arthur State Bank, Union, South 
Carolina, a spokesman for small 
banks. Whatever the banks are re- 
quired to do to sell Government 
bonds, help collect taxes, and perform 
other services are for free, he says, 
and not compensated by the occa- 
sional possession of Treasury tax 
and loan accounts. He has said this 
many times before. He now says that 
the banks should not be subjected to 
the burden of withholding or even 
notifying their customers about their 
interest income tax liability. 

Says Mr. Arthur: Let the tax re- 
turn form demand from the indi- 
vidual taxpayer a yes-or-no answer 
to the question whether he has re- 
ceived, during the taxable year, any 
credit to his savings account in a 
bank or savings-loan, representing 
earnings on his investment therein. 
Mr. Arthur figures that at least 80 
per cent of the allegedly $5 billion of 
unreported income in this category 
would thus be retrieved on the tax 
books. 

Mr. Arthur’s attitude was similar 
to that expressed by A.B.A. Deputy 
Manager Kurt E. Flexner at the mid- 
December Ways and Means Commit- 
tee hearing. “The best you can do,” 
he advised, “‘is to make sure that the 
Treasury, in its forms and state- 
ments, gets out the information and 
asks the right questions; after that 
you just hope for the best.” 


Self-Help Pension Plans 
Opposed by Treasury 


Pending in the Senate Finance 
Committee is the House-passed bill 
by Rep. Eugene J. Keogy, Democrat 
of New York, providing that self- 
employed persons may deduct a por- 
tion of their income before taxes for 
placement in a deferred-tax account 
for retirement purposes. The A.B.A. 
has endorsed the bill, with sugges- 
tions relating to adapting common 
trust funds. But the Treasury is op- 
posed to it. 

David A. Lindsay, general coun- 
sel of the Treasury, speaking before 
the Federal Tax Institute of New 
England, said that the fact British 
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and Canadian self-employed people 
enjoy this privilege does not give 
Americans an argument for similar 
benefits. 

Prior to the adoption of pension 
plans for the self-employed in Eng- 
land and Canada, Mr. Lindsay ob- 
served, employees “were not only 
free of current tax on amounts set 
aside on their behalf by employers, 
but were also permitted deductions 
for contributions to retirement 
plans. 

“The employee here is not per- 
mitted to deduct his own contribu- 
tions to a retirement plan, whether 
Government or private; he typically 
has no vested right in employer con- 
tributions and loses such benefits if 
he changes employment.” 

English and Canadian employees 
being able to deduct their pension 
plan contributions, their govern- 
ments were in a logical position to 
extend the same type of benefits to 
self-employed persons, Mr. Lindsay 
explained. 

But in the United States, the tax 
philosophy is different—‘“it would be 
an important innovation and might 
create precedent for broad based 
changes at substantial cost. 


Federal Reserve Rejects 
U.S. Bond Underwriting 


The idea of developing syndicates 
to underwrite issues of Treasury se- 
curities, so as to avoid unsatisfac- 
tory financing operations, gains little 
progress in Washington. 

The basic notion was that the un- 
derwriting plan, which has worked 
out very nicely with many corpora- 
tion financing operations, could be 
enlarged to apply to Treasury bor- 
rowings. But a dilemma arose. Since 
the Treasury is the prime debtor in 
the United States (backed by the 
power of taxation), there seems to 
be no higher power that can stamp a 
guarantee on the Treasury’s huge 
debts. 

There was a suggestion, during 
the discussions before the Joint Eco- 
nomic Committee, that the Federal 
Reserve System might undertake to 
constitute itself as such a syndicate. 
The notion was promptly rejected. 

The Federal Reserve Board con- 
ceded that some money market peo- 
ple have formed an idea that some 
form of underwriting might take 
some of the uncertainties out of the 
money market, but the Federal Re- 
serve rejected entirely the idea 
that such market underwriting 
could come from out-of-Government 
sources, and with equal force said 
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that the Treasury should not be per- 
mitted to engage in “stabilizing” op- 
erations to influence market prices 
of its own securities. 
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Gold Outflow from U.S. 
Apparently Reversed 


During the preceding two years, 
the Treasury’s gold reserve has been 
subject to a continuous withdrawals 
by foreign countries whose newly- 
won prosperity in foreign trade has 
brought to them favorable balances 
of payments against the United 
States. This has been a matter of 
some concern; even the President has 
backed the idea that governments re- 
ceiving foreign aid funds should 
“buy American” rather than award 
their trade to competing countries 
on a price basis, thereby worsening 
the U.S. situation. 

It now appears that the trend is 
being reversed; the payments deficit 
in the third quarter of 1959 was less 
than in the previous quarter, and 
officials are confident that the im- 
provement will continue—though it 
may be some time before the con- 
tinuing deficits are turned into a 
surplus. 

There is a basis for this optimism. 
The International Monetary Fund 
has affirmed its faith in the U. S. 
dollar to the extent of investing $300 
million of its latent assets in Treas- 
ury bills. Behind this is quite a story. 

In June, 1959, the President 
signed into law an authorization in- 
creasing the U. S. quota in the Fund’s 
capitalization by $1,375 million, of 
which $344 million was paid in gold. 
Other countries paid in smaller 
amounts of gold. As a result, the 
Fund required a considerable addi- 
tional stock of gold which was earn- 
ing no return. 

The directors of the Fund, watch- 
ing the Treasury bill market, came 
to the conclusion that the prospect 
of obtaining earnings from Treasury 
bills was within reach, at the risk of 
selling some of their gold to the 
United States for dollars, which 
would then be invested in Treasury 
bills. This was done in the amount 
of $300 million. 

It is heartening to know that the 
Executive Directors of the Fund, 
representing nearly all nations of the 
Free World, have arrived at the con- 
clusion that a U. S. Treasury bill is 
“good as gold.” As a side-effect, the 
sale of the Fund’s $300 million of 
gold to the United States added that 
much to the U. S. gold reserve—or, 
more accurately, reduced the outflow 
brought on by the continuing adverse 
balance of payments. 
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Overheard in Philadelphia: 


PITTSBURGH 
“Pittsburgh National? That’s the big new bank in Pittsburgh. NATIONAL 
Used to be Peoples First and Fidelity Trust... 
they just consolidated.” ry 


Total Resources . . . . $985,500,109.58 
Capital and Surplus . . . 81,000,000.00 Pittsburgh 30 “¥ Pennsylvania 
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I. W. HELLMAN 


RANSOM M. COOK 





HARRIS C. KIRK 


Slated to become top officers in proposed Wells Fargo-American Trust consolidated bank 


The boards of the oldest West 
Coast banks, Wells Fargo Bank, 
established in San Francisco in 1852, 
and American Trust Company, found- 
ed in that city in 1854, have approved 
plans to merge the two institutions. 

June 30, 1959 statements reveal that 
the merged bank would have total 
resources of $2,524,000,000, deposits 
of $2,324,000,000, and capital funds 
of approximately $162,000,000. The 
merger would make it the eleventh 
largest in the nation and>California’s 
third largest bank. 

Stockholder and supervisory  ap- 
proval to create the Wells Fargo- 
American Trust Company would 
place Harris C. Kirk, now chairman 
and chief executive officer of Ameri- 
can Trust, as chairman and chief 
executive officer of the merged in- 
stitution. Wells Fargo President I. W. 
Hellman would become vice-chair- 
man, and Ransom M. Cook, president 
of American Trust, would become 
president, 

In other news from Wells Fargo, 
Lloyd H. Brinck has been promoted 
to vice-president. Assistant vice-presi- 
dent titles have been given to P. W. 
Hiltman, George Lang, Jr., and D. G. 
Wharton, Jr. 


* 


Five new vice-presidents have been 
named at The Bank of New Yosk, 
New York City. They are Arthur 
Austin, banking department; Ernest 
R. Dickson, investment department; 
Edgar C. Geiger, trust department; 
Kenneth A. Southworth, investment 
department, and Richard B. Tuttle, 
Jr., banking department. 

In a later promotion at The Bank 
of New York, Hugh R. Chace was 
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appointed executive vice-president. 
Mr. Chace heads up the commercial 
banking division. 

. 

Francis H. Beam becomes chair- 
man and John S. Fangboner becomes 
president in changes effected by the 
retirement of Sidney B. Congdon as 
chairman of the National City Bank, 
Cleveland. Mr. Congdon has been 
named honorary chairman. Mr. Beam 
has been president of the National 
City since 1957 and Mr. Fangboner 
has been serving as first vice-presi- 
dent. Robert B. Blyth has been named 
first vice-president. 

- 

The new president and chief execu- 

tive officer of the Girard Trust Corn 


has 


Exchange Bank, Philadelphia, 
spent 36 of his 54 years with the bank 
and its predecessor, the Girard Trust 
Company. George H. Brown, Jr., a 
popular officer with the  bank’s 
staff, joined the Girard Trust as 
a junior clerk in the transfer de- 
partment at the age of 18. Eight years 
later he was transferred to the real 
estate division of the trust depart- 
ment and helped reorganize the real 
estate unit. In 1939 he took charge 
of the real estate division, and in 1944 
moved to the administrative division 
of the trust department as vice-presi- 
dent. After heading the trust depart- 
ment, he transferred to the banking 
department and eventually became 
responsible for all the department’s 


New management team at Girard Trust Corn Exchange Bank 


From left, Geoffrey S. Smith, George R. Clark and George H. Brown, Jr. 
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activity. He has been executive vice- 
president since 1955 and succeeds 
Geoffrey S. Smith as president. Mr. 
Smith has been named chairman of 
the board after serving as president 
since 1948. 

The new president takes an active 
part in all staff social activities, and, 
when time permits, enjoys golf and 
gardening. Hard work, a genuinely 
friendly nature, and a_ remarkable 
memory are said to have helped Mr. 
Brown to the bank’s top post. 

James E. Gowen, former board 
chairman, is now vice-chairman of 
the executive committee, and George 
R. Clark, former senior vice-presi- 
dent, has been named to be vice-chair- 
man of the board. 

Sd 


The announced candidacies of two 
Eastern bank presidents for the vice- 
president’s post of the American 
Bankers Association in the 1960-61 
year has created a great deal of in- 
terest among association members. 
In most of the recent years, there has 
been little competition for the post 
that succeeds to the A.B.A. presi- 
dency. 

The two men seeking the nomina- 
tion are D. Emmert Brumbaugh, 
president of The First National Bank 
of Claysburg, Pennsylvania, and 
Arthur F. Maxwell, president of the 
First National Bank of Biddeford, 
Maine. Both men are heads of banks 
with assets of less than $10 million, 
although Mr. Maxwell is also presi- 
dent of the Biddeford Savings Bank. 
Each man can point to over 40 years 
in banking. They also have been 
highly active in state and national 
banking organizations. 

The two men have already been 
forced to answer critics who question 
whether or not both men are serving 
interests outside of the A.B.A. Mr. 
Maxwell has been challenged for his 
association with a _ savings bank. 


Actually, Mr. Maxwell’s strong stand 
on the tax equality argument dates 
back to March of last year when he 
wrote to the chairman of the House 
Ways and Means Committee in 
Washington, urging congressional 
support to reduce savings bank re- 
serve allowances and limit the amount 
of dividends paid by these banks. 

Mr. Brumbaugh’s candidacy has 
caused some banking spokesmen to 
wonder if the Independent Bankers 
Association might be using a former 
president of its group to influence the 
A.B.A. Mr. Brumbaugh and _ the 
I.B.A. were quick to deny this allega- 
tion, pointing to the many A.B.A. 
officers who, in the past, have been 
members and active supporters of the 
I.B.A. without a conflict of interests 
between the two associations. 

In addition to his term as I.B.A. 
president, Mr. Brumbaugh has served 
as State Secretary of Banking for 
Pennsylvania, 1947-1951, and as a re- 
cent president of the National Asso- 
ciation of Supervisors of State Banks. 
No stranger to Washington, he served 
two terms in the House of Repre- 
sentatives from 1943-1947, and held 
committee posts on banking and cur- 
rency. He has been chairman of the 
Federal Deposit Insurance Corpora- 
tion committee of the A.B.A. and 
presently serves on its legislative and 
administrative committees. Bank man- 
agement and federal legislation com- 
mittee work have been included in 
his activities with the Pennsylvania 
Bankers Association. 

A strong supporter of the Mason 
Bill now before Congress, Mr. Brum- 
baugh asserts that “Taxation should 
be levied on all business as equally as 
possible.” A second major point that 
he would like to emphasize as vice- 
president of the A.B.A. is the problem 
of inflation. “As long as Congress 
passes bills that involve more ex- 
penditures than income, we are only 


Candidates for A.B.A. vice-presidency in 1960-61 


ARTHUR F. MAXWELL 
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Soon... Cheaper atomic power 








General Electric Vallecitos Atomic Laboratory. Here, in California’s Livermore Valley, U.S. Steel sponsors the first large-scale, pr- 
vately financed study of radiation effects on steel. Project will hasten the advent of low-cost atomic power. 


This G.E. technician adds a touch 

of glamour to the serious busi- ’ ry 
ness of making a radiation count ; + 
on foil samples removed from 

General Electric Test Reactor. 

She works in a mobile lab made 

available to the project. 
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with (ss) Atom Age Steels 


[8 ec ATOMIC POWER can light our cities 
or run our industries efficiently, the cost 
of building and operating commercial atomic 
reactors must be reduced. The two big prob- 
lems: high cost of nuclear fuel, and the need 
for better and less costly materials of con- 
struction. 

Firsthand information on the effects of 
radiation on steel has not been easy to come 
by. The start-up of the General Electric Test 
Reactor, near Pleasanton, California, and the 
Westinghouse Testing Reactor near Pitts- 
burgh has enabled U.S. Steel to launch the 
first large-scale private investigation of irradi- 
ated steels. These explorations will be carried 
out in private test reactors, wholly financed 
with private capital. 


Today, U.S. Steel has scientists working 
full-time at Westinghouse and General Elec- 
tric Atomic Laboratories; extensive applied 
research in nuclear steels is also being carried 
on at U.S. Steel’s Monroeville Research 
Center. 

From these tests will come new and im- 
proved atom age steels: stronger, more cor- 
rosion-resistant steels, steels that will hasten 
the advent of commercial nuclear power. 
The full effects of this vast U.S. Steel re- 
search program may not be felt for two, 
five, or even ten years. But, cheaper atomic 
power is on its way . . . because American 
industries like U.S. Steel are contributing 
to the research. United States Steel, 525 


William Penn Place, Pittsburgh 30, Pa. 
USS is a registered trademark 


Clayton McDole, U.S. Steel scientist (second from left) supervises the removal of irradiated foil samples 
from General Electric Test Reactor. Information obtained provided a solid flux data foundation for the 


irradiation research of special reactor steels. 
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destined for trouble,” he contends. 

Mr. Maxwell’s candidacy has re- 
ceived the backing of the Maine 
Bankers Association. The State of 
Maine has never been represented by 
an A.B.A. president, and it has been 
84 years since a New England banker 
has been chosen for the post. 

Mr. Maxwell is a former president 
of the state bankers association, and 
one of the original incorporators of 
the Development Credit Corporation 
of Maine, the first statewide, privately 
financed development credit corpora- 
tion in the country. He has served as 
president of the organization since it 
was founded 10 years ago. 

Class A director of the Federal Re- 
serve Bank of Boston, he also has 
spent much time in Washington testi- 
fying before Congressional commit- 
tees as either a member of the A.B.A.’s 
Executive Council or its small busi- 
ness credit commission. He is pres- 
ently a member of the association’s 
federal legislative council and the 
credit policy commission. 

His views on taxation are no less 
strong than Mr. Brumbaugh’s. While 
agreeing that Congress possibly took 
the right step in granting mutual 
savings banks a 12 per cent reserve 
as a breathing spell at the time the 
mutuals were first taxed, he does not 
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believe that the mutual institutions 
should continue to have this high a 
reserve. His own savings bank, he is 
quick to point out, has reserves well 
in excess of the 12 per cent figure and 
is subject to income taxes. 


4 


Vice-President in charge of the 
marketing serv- 
ices of the plan- 
ning and develop- 
ment department 
is the new title 
for Eugene B. 
Mapel at The 
Chase Manhattan 
Bank, New York 
City. Mr. Mapel 
has been a mar- 
keting consultant 
for the bank since 
1947 in an advisory capacity. Prior to 
his marketing work, Mr. Mapel held 
several posts with Carnegie Illinois 
Steel Corporation. 





E. B. MAPEL 


° 


In promotions at the Bank of 
America, San Francisco, Kenneth E. 
Campbell becomes vice-president in 
the loan supervision department, J. D. 
Alexander becomes vice-president at 
the San Leandro office and M. E. 
Doleman advances to assistant vice- 
president. Mr. Campbell has been 
with the bank for 34 years and has 
been in the loan supervision depart- 
ment since 1949. 

. 


William L. Butcher has been named 
chairman and John A. Kley has been 
elected president of ‘The County 
Trust Company, White Plains, New 
York. Mr. Butcher succeeds Dr. Jo- 
seph E. Hughes as head of the bank. 
Dr. Hughes has retired. Mr. Kley suc- 
ceeds Mr. Butcher as chief adminis- 
trative officer. 

A founder and first president of the 





Washington Irving Trust Company 
in Tarrytown, New York, Dr. Hughes 
became president of the merged in- 
stitution when County Trust joined 
Washington Irving Trust in 1947. In 
1957 he was elected chairman. 

Mr. Butcher, who has served as 
president for two years, joined the 
bank as executive vice-president in 
1946 after serving with The Central 
Trust Company, Cincinnati, Ohio. 
The new president, Mr. Kley, has 
served with County Trust since 1937 
and has been executive vice-president 
since 1957. 

o 


M. C. Turman becomes senior vice- 
president and 
Clark Howell, Jr., 
George T. Lamb, 
W. M. Montgom- 
ery and Robert 
Strickland become 
vice-presidents in 
advancements at 
the Trust Com- 
pany of Georgia, 
Atlanta. Mr. Tur- 
man joined the 
bank in 1920 and 
has served as its vice-president since 
1947 and now is assigned to the com- 
mercial banking department. 

a 


B. Glen Jordan and Harold Ox- 
spring have been advanced to vice- 
presidents at the Bank of the South- 
west, Houston, Texas. New assistant 
vice-presidents are F. A. Crain, Jr., 
J. H. Hargon, J. G. Pennington, and 
K. R. Terry. 





M. C. TURMAN 


& 


Vice-president in charge of the per- 
sonal trust department of Manufac- 
turers Trust Company, New York 
City, is the new title for Henri Z. 
Lake. Thomas W. Heslin, vice-presi- 
dent, has been named to take over the 
duties as officer in charge of estate 


In top posts at County Trust Company of White Plains 


JOHN A. KLEY 





WILLIAM L. BUTCHER 
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E. MOSER 


E. W. LYMAN 


D. VOGEL 


Now head the United States National Bank of Omaha 


and trust administration. This post 


was formerly held by Mr. Lake. 
Assistant vice-president titles have 
been given to F. R. Bennett and 


Franklyn Edwards. 


In top promotions at The United 
States National Bank, Omaha, Ne- 
braska, Ellsworth Moser has been 
named chairman, Edward W. Lyman 
has succeeded Mr. Moser as president, 
and Dean Vogel has been advanced 
to executive vice-president. Mr. 
Moser, who continues as chief execu- 
tive officer, has served the bank since 
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1928 and has been its president since 
1949. 

Mr. Lyman, tenth president of the 
Omaha bank, has been executive 
vice-president. Mr. Vogel was active 
in lowa and Nebraska banking and 
financial circles prior to joining the 
bank in 1950. 

° 


At the Irving Trust Company, New 
York City, Edwin 
A. Heard has been 
advanced to vice- 
president. He has 
been associated 
with the bank 
since 1947 and is 
in the company’s 
investment = divi- 
sion. In a second 
promotion, Doug- 
las E. Allis has 
been named an 
assistant vice-president at the New 
York City bank. 


E. A. HEARD 


© 


The National Association of State 
Savings and Loan Supervisors will be 
headed, in 1960, by David J. Coleman, 
director, Co-operative Bank Exami- 
nations for Massachusetts. Mr. Cole- 
man was elected at the association’s 
recent convention in St. Paul, Min- 
nesota. Other officers elected were 
Roman J. Winkowski, commissioner, 
Savings and Loan Department. Wis- 
consin, first vice-president; Charles 
R. Murray, Deputy Superintendent of 
Banks, New York, second vice-presi- 
dent; and Clarence H. Knudsen, 
supervisor of Savings and Loans, 
Minnesota, secretary-treasurer. 

* 


The First National Bank of Miami, 
Florida, has elected Edward F. Swen- 
son, Jr., senior vice-president. William 
D. Hewett has been named auditor. 

* 

The Federal Reserve Bank of New 
York has promoted Howard D. 
Crosse to vice-president in bank 





supervision and relations. He suc- 
ceeds Reginald B. Wiltse who has re- 
tired. 

> 


The Northwestern National Bank, 
Minneapolis, Minnesota, has appoint- 
ed L. E. Gilbert 
vice-president. He 
will be in charge 
of the bank’s in- 
dustrial develop- 
ment activities 
and supervise the 
real estate divi- 
sion of the trust 
department. Mr. 
Gilbert joins the 
bank after serving 
as executive vice- 
president of the Northwestern Mort- 
gage Company, Minneapolis. 





L. E. GILBERT 


= 


William H. Dougherty, Jr., has 
been elected comptroller of the West- 
ern Pennsylvania National Bank, 
Pittsburgh. 

¢ 


J. M. Palframan has been named 
vice-president and branch administra- 
tor at the San Francisco headquarters 
of the First Western Bank and Trust 
Company. In other promotions, Rich- 
ard R. Reidler has been made vice- 
president and manager of the Pasa- 
dena office, and John J. Foley has 
been made assistant vice-president. 


6 


William L. Brown, Cedric E. Robin- 
son and William J. Wilde have been 
elected vice-presidents of The First 
National Bank of Boston. Mr. Brown 
is assigned to the credit loan division, 
Mr. Robinson serves in the factoring 
and commodity department, and Mr. 
Wilde is a member of the bank rela- 
tions group. 


William R. Heins has 
Security First Na- 
tional Bank, Los 
Angeles, as vice- 
president in the 
industrial loan di- 
vision. Mr. Heins 
headed the com- 
mercial loan divi- 
sion of the Asso- 
ciates Investment 
Company, South 
Bend, Indiana, for 
several years. In 
California, he was associated with the 
United States Leasing Corporation, 
San Francisco. 


joined the 





i. * 


W. R. HEINS 


° 


Eugene C. Zorn, Jr., will join the 
Republic National Bank, Dallas, 
Texas, as vice-president and econo- 
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mist on March 15. Mr. Zorn has been 
associated with the American Bank- 
ers Association almost continually 
since 1939, 


e 


Alvin J. Vogel has joined the Cali- 
- fornia Bank, Los 
Angeles, as vice- 
president in re- 
search and deve!- 
opment, customer 
service depart- 
ment. The former 
executive secre- 
tary of the Na- 
tional Association 
of Bank Aydit, 
Control and 
Operation, re- 
cently served as vice-president of the 
Central National Bank of Chicago. 





A. J. VOGEL 


4 


C. Harold Nicolaus has been elected 
vice-president of the Marine Cor- 
poration, Milwaukee, Wisconsin. 


a 


The Chicago National Bank has 
elected Ralph R. Burgh vice-presi- 
dent. He is in 
charge of the in- 
direct lending di- 
vision of the 
bank’s personal 
credit department. 
Prior to joining 
Chicago National 
recently, Mr. 
Burgh was asso- 
ciated with a 
second downtown 
Chicago bank’s 
lending activity. At one time he was 
associated with the Commercial Credit 
Corporation. 





R. R. BURGH 


6 


Horace W. Brower has been elected 
president of Transamerica Corpora- 
tion, San Francisco. He succeeds the 
late Frank L. Belgrano, Jr. Mr. 


srower is president of the Occidental 








HORACE W. BROWER 


New president of Transamerica 


Life Insurance Company of Califor- 
nia, Transamerica’s major subsidiary. 
Prior to joining Occidental Life in 
1933, Mr. Brower was associated with 
the Bank of America. He will con- 
tinue as president of Occidental. 


° 


H. P. Davison, vice-chairman of the 
board of the Morgan Guaranty Trust 
Company, New York City, has been 
elected chairman of the bank’s two 
newly formed subsidiaries, Morgan 
Guaranty International Banking Cor- 
poration and Morgan Guaranty Inter- 
national Finance Corporation. Dale 
E. Sharp, the bank’s president, has 
been elected president of the two sub- 
sidiaries. 

- 

At the Continental Illinois National 
Bank and Trust Company, Chicago, 
Tilden Cummings, Donald M. Gra- 
ham, and Boyd J. Simmons have been 
promoted to senior vice-presidents. 


- 


Approval of the New York Stock 
Exchange is being sought by the 
Brown Brothers Harriman & Com- 
pany, New York City, to admit three 
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new partners. Proposed partners are 
Frank W. Hoch, R. L. Ireland, ITI, 
and Lester J. Newquist. 

. 

At the United States Trust Com- 
pany, New York 
City, Fred E. 
Hilgeman has 
been named vice- 
president and will 
assume direct re- 
sponsibility for 
operations. Mr. 
Hilgeman has 
been assistant 
vice - president 
since 1954. In 
other promotions, 
Elmer Witting and Robert E. Powers 
were appointed assistant secretaries. 

S 

The Central Trust Company, Roch- 
ester, New York, has elected Robert 
P. Aex vice-president. 

So 


F. E. HILGEMAN 


Vice-president is the new title for 
M. W. Dillard at 
The Fourth Na- 
tional Bank, Co- 
lumbus, Georgia. 
Mr. Dillard joined 
the bank in 1948, 
and for the past 





two years has 
been manager of 
the installment 
loan department 


in Fourth Nation- 
al’s main office. In 
1958 he was promoted to assistant 
vice-president. 


M. W. DILLARD 


5 


At James Talcott, Inc., New York 
City, James J. Coy and Sidney Lochan 
have been elected vice-presidents. 


Roland A. Mewhort 
elected executive 
vice-president of 
the Manufactur- 
ers National 
Bank, Detroit. In 
other promotions, 
S. Francis Ma- 
honey was elected 
vice-president, 
Ralph D. Bach- 
man advanced to 
comptroller, and 
Harry G. Dlouhy 
was named assistant comptroller. New 
assistant cashiers are R. L. Clark, 
W. E. Kennedy and M. A. Schweizer- 
hof. 


been 


has 


R. A. MEWHORT 


* 


The Bankers Trust Company, New 
York City, has advanced D. J. Giles 
and A. E. Scott to vice-presidents. 
Mr. Giles is a member of the personal 
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trust department, and Mr. Scott 
serves in the trust department. 

In later promotions at Bankers 
Trust, Dana Kelley and Robert C. 
Patterson were named _ vice-presi- 
dents. Mr. Kelley serves in the bank- 
ing department and Mr. Patterson is 
with the southern division. H. C. 
Dever has been elected assistant vice- 
president. 

+ 


Douglas H. Miller has joined the 
National Bank of Commerce, San An- 
tonio, Texas, as vice-president and 
trust officer. 

2 

Joseph H. Wolfe, deputy manager 
of the Trust Divi- 
sion of the Amer- 


ican Bankers 
Association, has 
been appointed 


vice-president and 
trust officer of 
The Merchants 
National Bank, 
Boston. A former 
executive secre- 
tary of the North 
Carolina Bankers 
Association, Mr. Wolfe joined the 
staff of the A.B.A. in 1953. 


¢ 


At the First National Bank, Phoe- 
nix, Arizona, Edward M. Carson has 
been promoted to vice-president, and 
G. L. Conrad and A. V. Swanson have 
been named assistant vice-presidents. 





J. H. WOLFE 


a ~ 


Vice-president J. W. Hudspeth has 
been named coor- 
dinator of branch 
operations at the 
Crocker-Anglo 
National Bank, 
San Francisco, 
succeeding O. J. 
Faulkner who has 
retired. Before he 





joined Crocker- 
Anglo in 1957, 
Mr. Hudspeth J. W. HUDSPETH 
served as chief 


national bank examiner in the Twelfth 
Federal Reserve District, San Fran- 
cisco. 

* 


John J. McCann, advertising man- 
ager of Banking magazine since 1953, 
died in Stamford, Connecticut, in 
mid-December after a short illness. 
Mr. McCann had been associated with 
the magazine since 1942 and was 49 
at the time of his death. 

+ 


The First Union National Bank, 
Charlotte, North Carolina has ad- 
vanced Frederick L. Rodenbeck to 


vice-president and senior trust officer 
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and George L. Murr, Jr., to vice-pres- 
ident and operations officer. Assistant 
vice-presidents titles were given to 
W. G. Burch, C. M. Gillis, R. R. Hall, 
R. N. Hughes, G. M. Keith, J. A. 
Keiger, Jr., C. G. McCraw, Jr., J. E. 
Robertson, and E. Woodruff. 


Vice-president and comptroller is 
the new title for William L. Tiller at 
The Bank of Virginia, Richmond. 
Robert J. Quarles has been advanced 
to cashier. 

In later promotions at The Bank 
of Virginia, three men were named 
senior vice-presidents. They were 


J. Joseph May, who heads the bank’s 
commercial department; John S&S. 
McClure, chief credit officer, and 
Frederick Deane, Jr., central office 
administrative officer. 


e 


Henry K. Willard becomes treas- 
urer, and A. P. Thompson, C. E. Mil- 
ler, and J. M. Dalton become assistant 
vice-presidents in promotions at the 
American Security and Trust Com- 
pany, Washington, D.C. 


* 


In promotions at the Grace Na- 
tional Bank, New York City, Harvey 
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HYGIENIC 





Foot Comfort 


MATS and RUNNERS 


Fatigue caused by standing on hard floors is 
eliminated when Hygienic Foot Comfort Mats 


are used. They offer restful, relaxing 
support to those who must work stand- 
ing — quickly pay for themselves with 
increased efficiency. Available in 8 
decorator colors with all edges beveled 
for safety and appearance. 







See your OFFICE SUPPLY DEALER 
or write to: Flooring Division, Dept. O 















THE HYGIENIC DENTAL MANUFACTURING CO. 
AKRON 10, OHIO, U.S.A. 






HERE'S THE SECRET... 
A beautiful rubber tile flooring bonded 
to a sponge rubber base provides proper 
support without being “mushy.” 


















BURROUGHS 
PROGRESSIVE 
AUTOMATION 

PROGRAM 1 
TAKES YOU T0 


Accounr 
NUMBERING 


FULLY AUTOMATED BANKING-- 


Here, in five progressive steps, is an 
easy, practical way to obtain the effi- 
ciency and substantial savings that 
new automation techniques have to 


offer. The steps are this simple: 
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Assign numbers to all accounts. Start mag- 
netic ink encoding of controlled and uncontrolled 
items. Develop personnel experience in auto- 
matic sorting techniques as soon as sufficient numeri- 
cally encoded items are being received. £J Begin 
proof and encoding procedures with proof encoding 
equipment. Finally, move to full automation, 
gradually phasing out conventional equipment as 
the volume of encoded documents flowing into 
your system reaches the optimum. 


Burroughs Clearing House 








ACCOUNT PROCESSING 
5 with the Burroughs B 251 

Visible Record Computer 
oe your automated system, 
combines electronic data processing 
and high-speed production of de- 
tailed hard-copy accountin 
records to provide historical, - 
able records and vital management 
reports. 


PROVING AND EN- 
L, copie with either the 
Burroughs Amount and 
Account Number Printer or the 
Burroughs Proof Encoder— 
° to fit your particular re- 
quirements. 


AUTOMATIC SORTING 
+ with the Burroughs Sorter- 

Reader requires only one oper- 
ator to process all types of checks 
at 1,500 per minute when your 
pipelines are filling with magneti- 
cally encoded items. 


CHECK IMPRINTING 
AND ACCOUNT ENCOD- 
ING with the Burroughs Im- 
aaa on premises uses ‘‘common 
nguage’ E-13-B magnetic ink 
characters, may include account 
name and number, bank number 
and transaction code. Off-premises 
imprinting is available from 
Burroughs facilities strategically 
spotted throughout the country. 


L ACCOUNT NUMBERING. 


Assigning account numbers 

to serve the needs of today and 
tomorrow is basic to all automa- 
tion programs. 





Burroughs—TM 









+ ONE STEP AT A TIME a 


That, in essence, is the Burroughs Progressive Auto- Ee) 
| mation Program. It makes assimilation possible in 
: easy, practical steps with success assured by careful 
planning and execution. And every step of the way is 
marked out by Burroughs Systems Counselors trained Burroughs 

in magnetic ink and electronic techniques, backed by 

a corps of specialists. For complete information, « 

tailored specifically to your bank’s requirements, call Corporation 

our nearby branch. Or write Burroughs Corporation, 

T Burroughs Division, Detroit 32, Michigan. “NEW DIMENSIONS / in electronics and data processing systems” 


a ae: - Ga aa» ¢ 
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V. Delapena and Luis A. Edwards 
have been named senior vice-presi- 
dents. New vice-presidents are Henry 
E. Bergmann, Albert C. Vernon, and 
Robert J. Kurau. 


o 


The American Credit Indemnity 
Company, New York City, has elected 
James L. Mc- 
Cauley president. 
Mr. McCauley 
succeeds August 
F,. Stone who has 
retired. The new 
president has been 
serving as execu- 
tive vice-presi- 
dent. In other 
changes, Eugene 
F. Kane and John 
T. Powers were 
named vice-presidents. James Kienz- 
ler was made secretary and Robert O. 
Duncan was named assistant vice- 
president. 





J. L. MeCAULEY 


° 


John E. Crane, formerly financial 
vice-president of the Home Life In- 
surance Company, 
has been appoint- 
ed a_ vice-presi- 
dent of the First 
National City 
Trust Company, 
New York City. 
He will be in 
charge of the in- 
vestment research 
department at the 
bank. Prior to 
his service with 
Home Life, he was associated with 
the Northwestern Life Insurance 
Company, Milwaukee, Wisconsin. 





J. E. CRANE 


o 


The State Bank and Trust Company 
of Wellston, St. Louis, Missouri, re- 
cently paid glowing tribute to its re- 
tiring president, Fred L. Wuest. And 
Mr. Wuest’s record with the bank is 


IVOo?U-IssS9 





Commemorative booklet 


To honor retiring president 


certainly unusual. He has spent 50 
years with the bank, and yet is re- 
tiring from the presidency at the age 
of 65. He will continue to serve on 
the board and on the advisory com- 
mittee. An anniversary dinner was 
given in his honor and an illustrated, 
8-page souvenir brochure was pub- 
lished to report the highlights of 
Mr. Wuest’s career. He was also hon- 
ored at the dinner by the local Cham- 
ber of Commerce and the Missouri 
Bankers Association. Mr. Wuest 
joined the bank as an office boy in 
1909. 


a 


A 52-year career with The First- 
Second National Bank and Trust 
Company of Wilkes-Barre, Pennsyl- 
vania, and _ its predecessor, The 
Second National Bank, ended recently 
in the death of Sheldon R. Evans, 
executive vice-president. 

* 


In major management changes at 
the Lincoln Savings Bank, Brooklyn, 
New York, Michael J. Burke had been 
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named president, and Wilfred Wot- 
trich has been made chairman. Both 
posts were previously held by the late 
John W. Hooper. 


a4 


William M. McNabb, formerly ex- 
ecutive vice-president of the First 
Western Bank 
and Trust Com- 
pany, San Fran- 
cisco, has joined 
The Hongkong 
and Shanghai 
Banking Corpora- 
tion of California, 
San Francisco, as 
vice-president. 
Prior to his asso- 
ciation with First 
Western, Mr. Mc- 
Nabb directed public information 
activities for the Federal Reserve 
Bank of San Francisco. 

o 





W. M. McNABB 


The Berks County Trust Company, 
Reading, Pennsylvania, has elected 
Francis M. Schick vice-president. 

a 


George D. Everett has been elected 
chairman and 
John F. Grant has 
been named to 
succeed Mr. Ever- 
ett as president in 
changes at The 
Merrill Trust 
Company, Ban- 
gor, Maine. Mr. 
Everett, who 
joined the bank in 
1914, has been 
president since 
1944. His successor, former executive 
vice-president, has served with Mer- 
rill Trust since 1937. 


+ 


J. F. GRANT 


The Jenkintown 
Bank & Trust 
Company has 
named E. Donald 
Stuck vice-presi- 
dent and trust 
officer. Mr. Stuck 
has been trust 
officer and head 
of the department 
since 1957 when 
he joined the 
bank. He formerly 
served with the 
Trenton (New Jersey) Trust Com- 
pany. In a second appointment, W. D. 
Webb was named assistant vice-presi- 
dent. 


(Pennsylvania) 





E. D. STUCK 


* 


Three vice-presidents and four 
assistant vice-presidents have been 
elected at The Marine Midland Trust 
Company of New York, New York 
City. New vice-presidents are Crocker 
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Nevin, Frank F. Stetson and Walter 
A. Stoecker. Assistant vice-presidents 
are V. E. Collins, E. J. Mahoney, 
R. T. Schneider and Anthony Spero. 


+ 


Davidson Sommers has been elected 
senior vice-president and _ general 
counsel at The Equitable Life Assur- 
ance Society of the United States, 
New York City. He will leave his post 
as vice-president of the International 
Bank for Reconstruction and Devel- 
opment on February 1 to accept the 
new position. 


+ 


William W. Morrow has 
named vice-presi- 
dent of the Pelzer- 
Williamston 
Bank, Williams- 
ton, South Caro- 
lina. Mr. Morrow 
will become the 
bank’s first ac- 
tive vice-president 
since the bank 
was organized 20 
years ago. Mr. 
Morrow joins the 
bank after serving as assistant cashier 
of the Bank of Greer, South Carolina. 

7 


At the La Salle National Bank, 
Chicago, Robert T. Hanlon has been 
appointed vice-president, and Max 
Roy and J. C. McLeod have been 
named assistant vice-presidents. 


been 


W. W. MORROW 


& 


Five’ vice-presidents have been 
named at the Hartford (Connecticut) 
National Bank & Trust Company. 
They are Howard C. Havens, Charles 
E. Lord, John O. Brotherhood, Jr., 
H. Austin Spang, and Frederick J. 
Doocy. 


o 


B. G. Vann and A. B. Ziegler have 
been named assistant vice-presidents 
at the Marine Midland Corporation, 
Buffalo, New York. 


o 


Vice-president and cashier is the 
new title for Arthur R. Horne at 
the Union Bank, Los Angeles. J. F. 
Grover has been appointed assistant 
vice-president. 

~ 


At the Federal Reserve Bank of 
St. Louis, Missouri, Darryl R. Fran- 
cis has been named first vice-presi- 
dent. 

* 


The Atlantic Bank of New York, 
New York City, has elected Frederic 
Hartman president and chief execu- 
tive officer. Mr. Hartman previously 
served as vice-president of the Irving 
Trust Company, New York City. 
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CHECKS CLEAR FAST... 


in New York State through the Marine 
Midland family of banks in 94 com- 
munities, because these banks offer you 
speedy land/air courier service and 
24-hour check collection operations. 








NEW YORK STATE... 


local business information is at the fin- 
ger tips of Marine Midland bankers, the 
men who can tell you the things your 
customers want to know about New 
York State. 





11 banks with 170 offices 
serving 94 communities. 


New York Siete 


The Marine Trust Company of Western New York—Buffalo * The Marine 
Midland Trust Company of New York—New York City * Genesee Valley 
Union Trust Company—Rochester * Marine Midland Trust Company of 
Southern New York—Binghamton-Elmira * Marine Midland Trust Com- 
pany of Central New York—Syracuse * Marine Midland Trust Company of 
the Mohawk Valley—Utica « The Northern New York Trust Sonny 
Watertown ¢ Chautauqua National Bank of J t 

Manufacturers National Bank of Troy—Troy * Marine Midland “Trust 
Company of Rockland County—Nyack * Auburn Trust Company—Auburn 





Members Federal Deposit Insurance Corporation 
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THE 





ROYAL BANK 


OF CANADA 


Head Office, Montreal 


JAMES MUIR 
Chairman and President 
K. M. SEDGEWICK 
General Manager 
A. F. MAYNE 
Associate General Manager 
(non-domestic business) 





Condensed Annual Statement 
as on 30th November, 1959 





ASSETS 


Cash on hand and due from banks (including items in transit)... $ 558,724,021 
Government of Canada and provincial government securities, 











NO 5s ee sidd tie rs 6 baw ether w kisses ees 787 .719,587 
Other securities, not exceeding market value ................... 472,429,923 
Ca SUED SUE 2h son atincndscaseccescansstvecdemeueen 366,068,424 

BOLE Ht Pe TURE TERETE TEEPE eee $2,184,941 .955 
ey ee ES ig. Cae opted aos ps es tetas dc Sermemiae 1,522.568,647 
Mortgages and hypothecs insured under N.H.A. (1954)......... 291.756.158 
MD So SUS aoa a ah baic dd Sabb er ee hs 60 6 sede ce peeaaee 45,925.659 
Liabilities of customers under acceptances, guarantees and 

UUOMIEMIINEEE 5.43 br hc tccceee dasdnee wheneeesedesedany iar 78,859,408 

SPO TNE i ch ewnccicdencsavccnns 0060880000 sen gesen seaes en 5,606,834 
$4,129,658,661 

LIABILITIES ret 
SPONDS 555 Daas «ian Werdue dens Gakecae seeo NES oT eTre Te ey $3,777 620,441 
Acceptances, guarantees and letters of credit................... 78,859,408 
NOD 5 6'¥.6s:0.9:0 dep5p heed ooh PEA SARE ae ha belt bl gat 17,157,316 

ens Chementies bo the -mebe a ik ook AGA FS8 . ic ce mens $3,873,637 ,165 
Capital: 

Authorized—10,000,000 shares of $10 each...... $100,000,000 





Paid up—6,048,000 shares—issued and fully paid. $ 60,480,000 

SO SS UGH sch d Aha kadewh ee si cvcccccenss 195,020,000 
ee So ae ee ee 521,496 256,021,496 
$4,129,658.661 














Over 960 Branches 


IN CANADA, ARGENTINA, BRAZIL, BRITISH GUIANA, BRITISH HONDURAS, COLOMBIA, PERU, 
URUGUAY, VENEZUELA, CUBA, HAITI, PUERTO RICO, DOMINICAN REPUBLIC, THE WEST INDIES 


AND 


NEW 


BAHAMAS. OFFICES IN NEW YORK, LONDON AND PARIS. CORRESPONDENTS THE WORLD OVER. 
London Branches—6 Lothbury, E.C.2 * 2 Cockspur St., S. W. 1 
Auxiliary in France—THE ROYAL BANK OF CANADA (FRANCE)—Paris 
YORK AGENCY JOSEPH W. GANANN, Agent 


68 William Street ROBERT M. CATTELL, Second Agent 
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Colombian Skyscraper 

Banco de Bogota’s new head office 
is located in Bogota’s largest build- 
ing, a gleaming skyscraper that was 
recently opened to the public. 

The 23-story building, shown 
above, is 285 feet above street level, 
has two basements, ~and 408,880 
square feet of space. The structure 
has a number of innovations, includ- 
ing air conditioning, six automatic 
elevators and four conventional units 
serving the banking areé, a cafeteria 
that can accommodate Y00 persons, 
parking space for 130 cars, 90 teller 
stations, and recording equipment 
that plays popular tunes for the 
benefit of the staff and customers. 

Banco de Bogota is also proud of 
its safe deposit vault, which contains 
1,578 boxes of various sizes. Man- 
agement adds that it has provided 
for television and facsimile equip- 
ment when these prove necessary. 


2 * ° 


“Outer Seven’? Prepare to 
Bridge Split in Europe 

The future of economic coopera- 
tion in Europe looks very optimistic, 
according to one of Sweden’s lead- 
ing bankers, Marcus Wallenberg, 
vice-chairman, Stockholm’s Enskilda 
Bank. 

His viewpoints are given in a re- 
cent issue of “News from Sweden,” 
the American-Swedish News Ex- 
change’s newsletter. He notes that 
there is good reason to believe that 
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some kind of agreement will be 
reached between the Common Mar- 
ket and the Outer Seven, and this will 
be the starting point for more global 
liberalization of trade. 

The forces that promote such a 
development are growing stronger, 
he adds, one reason being that the 
dangers inherent in a lasting split 
stand out more and more clearly, 
prompting the two trading groups 
to consider compromise. This may 
lead the Common Market countries 
temporarily to moderate their efforts 
to achieve a political union with 
strong supranational agencies, con- 
tends Mr. Wallenberg. 

The Outer Seven, he continues, 
may also have to give up their efforts 
to foster an association where the 
members possess the same high de- 





At left is impressive exterior of Banco de Bogota, Colombia. The interior view 
above shows the extremely spacious lobby 


90 teller stations highlight bank’s new headquarters 


gree of independence as in the orig- 
inal European free trade plan. He 
emphasizes that they must be pre- 
pared for a certain “harmonization” 
of their external tariffs and those of 
the Common Market, and accept lim- 
ited participation in supranational 
agencies, along with resulting obli- 
gation of various kinds. 

Other sources are not as optimis- 
tic. Axel Iveroth, president, Swddish 
Industries Federation, for example, 
recommends some form of American 
initiative to bring the two groups to- 
gether. 

Meanwhile, the recent European 
Free Trade Association convention 
in Stockholm was highlighted by the 
signing of a special resolution by 
Outer Seven members. It affirmed 
their determination to avoid a split 


World trade barriers key issue at Stockholm meeting 
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Why settle for slow, detailed 
methods? Save work, increase 
profits, and create a good serv- 


ice reputation with Allison 
Coupons. 


Use the coupon below—see 
how you can save $1 to $6 per 
account. 
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ALLISON COUPON COMPANY, INC. ' 
B  p.0. Box 102, indianapolis 6, Indiana i 
t Please send me information and samples } 
‘ showing how to consolidate work and save 4 
a $1 to $6 per account. ' 
' . 
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' Firm ; 
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mail coupon today to... 


ALLISON COUPON 
COMPANY, INC. 


P.O. Box 102, Indianapolis 6, Indiana 
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Wellington head office, Bank of New South Wales 


Art exhibit draws attention to modernized quarters 


in Europe. It also maintained that 
the Seven have chosen a form of eco- 
nomic cooperation which, while 
strengthening Europe, enables them 
to take full account of the interests 
of other trading countries through- 
out the world, including those facing 
special problems of development. 

The photo on page 65 shows the 
ministers of finance and commerce, 
immediately after they had signed 
the historic pact. They are: from 
left to right, B. Kreisky, minister 
for foreign affairs, Austria; J. O. 
Krag, minister for foreign affairs, 
Denmark; A. Skaug, minister of 
commerce, Norway; J. G. Correia de 
Oliveira, minister of commerce, Port- 
ugal; Gunnar Lange, minister of 
commerce, Sweden; M. Petitpierre, 
federal counselor and head of the 
federal department of public econ- 
omy, Switzerland; and Derick Heath- 
coat Amory, chancellor of the Ex- 
chequer, United Kingdom. 


° * ° 


Nigerian Group Forms 
New Development Fund 

Nigerian development is expected 
to receive additional impetus from 
the newly-formed Investment Com- 
pany of Nigeria. 

The government-sponsored project, 
formed by the Commonwealth De- 
velopment Finance Company, Lon- 
don, is designed to attract private 
capital for programs in all parts of 
the Nigerian Federation. It will sup- 
plement funds that existing agencies, 
such as the Colonial Development 
Corporation and Regional Govern- 
ments, are pouring into development 
projects. 

Authorized capital of the new con- 
cern is £5 million. It is under the 
chairmanship of J. H. Belsham. 


e e 4 


New Zealand Exhibit 
Extensive alterations, including 
the addition of two mezzanine floors 
and a new top floor, have been com- 
pleted at the main Wellington office 


of the Bank of New South Wales. 

To celebrate its modernization, the 
bank held an art exhibition on the 
premises. The exhibition was spon- 
sored by the bank and the National 
Art Gallery. Customers were invited 
to view the impressive exhibition of 
paintings and water colors, shown 
above, and look over the quarters. 

The improvements included an en- 
larged export section for the over- 
seas department on one of the new 
mezzanine floors and an attractive 
lounge for visitors to the expanded 
travel department. 


e 4 4 


Christmas at the Equator 

The main branch of La Previsora 
Banco Nacional de Credito, at Quito, 
Ecuador, only a few miles south of 
the equator, had a Christmas tree in 
its two-story banking room for the 
holidays. It keynoted the festive sea- 
son and reminded customers to start 
Christmas Club deposits again for 
next year’s Yuletide. 

La Previsora Banco, whose main 


Festive greeting for visitors 


La Previsora Banco Nacional, Quito 
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office is at Guayaquil, Ecuador, has 
a new 11-story office under construc- 
tion in the modern part of Quito. The 
ground floor will have three drive-in 
units, the first in Quito. 


. 6 Sd 


Miss Brazil Inaugurates 
Personalized Checking 

The Rio de Janeiro branch of the 
First National Bank of Boston re- 
cently introduced personalized checks 





Service mushrooming in area 


in Brazil. Use of these checks is 
growing in other countries of South 
America, according to.a survey. 
First user of a personalized check 
in Brazil was Miss Brazil of 1959, 
shown above signing check while 
Dean Benson, manager of the First 
National Bank of Boston branch 
(right) and H. V. Eicher (left) 
general manager of Companhia Bur- 
roughs do Brasil, Inc., look on. 


* » ¢ 


Midland Scores New First: 
Mechanizes All Branches 

Installation of mechanized ac- 
counting at its Hatfield branch gives 
Midland Bank, London, the distinc- 
tion of being the first of the “Big 
Five’ English banks to have com- 
pletely mechanized both ledger post- 
ing and statement posting of current 
accounts at all branches. 

The mechanization program took 13 
months, as an average of one branch 
a day abandoned handwritten ledg- 
ers, statements and passbooks. 

Midland had been a pioneer in in- 
troducing modern methods in bank 
bookkeeping. Its first ledger-posting 
machine was put into service at its 
Overseas branch in 1923. Five 
years later, Angel Court became the 
first domestic branch to be partly 
mechanized. By the end of 1928 the 
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INDUSTRIAL 


PRODUCTION IN 


AUSTRALIA 





The unique A.N.Z. Bank 
“Index of Australian Factory 
Production”, developed to 
assist analysis of movements 
in factory activity and busi- 
ness conditions, is a regular 
feature in A.N.Z. Bank 
“Quarterly Survey”, which 
also contains articles on cur- 
rent outlook in Australia 
and New Zealand and other 
features of industrial, business and agricultural interest. A copy 
will gladly be sent free on application on your Company’s 
letterhead to: 


General Manager's Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 


or 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 


Other bank publications, also free.on request, 
include “Establishment of Industry in Australia”, 
“Australia’s Continuing Development’, 
and ‘New Zealand's Continuing Development’. 





AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
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Posters, literature and banking publications help staff give latest news to visitors at National Bank of Australasia office 


: - 








Australian art and relics provide atmosphere at modernized London information center 


system had been installed in 40 
branches. 

Mechanized banking has come a 
long way since those early days, but 
the basic principles of the Midland 
system, apart from progressive im- 
provements, have remained virtually 
unchanged for over 30 years. There 
are now more than 11,500 different 
machines in use at Midland, includ- 
ing coin sorters and note-counting 
machines. 
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Information Center 

When the National Bank of Aus- 
tralasia, Melbourne, moved its Lon- 
don, England, office to larger quar- 
ters, it also expanded its information 
department, according to its staff 
magazine, the Nautilus. 

The enlarged information center, 
shown above, has been decorated to 


give it an authentic Australian at- 
mosphere; its modernistic totem pole 
has engraved reproductions of abo- 
riginal art, one whole wall features 
an illuminated transparent map of 
Australia, and there are many en- 
larged photographs of Australian 
landmarks. 

Visitors have access to a com- 
pletely furnished writing room to 
jot down notes from the comprehen- 
sive library of Australia statistics, 
trade journals, press clippings, di- 
rectories and other reference works 
that point out the investment 
opportunities “Down Under,” accord- 
ing to Allen Bailey, editor of the 
Nautilus. 

The information center is also 
well-stocked with the bank’s various 
publications. These include’ the 
“Monthly Summary of Australian 
Conditions,” “Monthly Wool Letter,” 
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Branches throughout 


South America 


Bank of London & Montreal Limited, 
an affiliate, maintains a network of offices 
in Central America and the Caribbean. 


BANK OF LONDON 








& SOUTH AMERICA LIMITED 
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“Australia—A Guide for Newcom- 
ers,” “Housing in Australia,” and 
“Investing in Australia?—A Guide 
for Companies.” 
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High-Capacity Coin Sorter 

Westminster Bank, London, Eng- 
land, is now using what is believed 
to be the largest coin sorting and 
counting machine, in its bullion de- 
partment. Its Sautocount equipment 
will sort mixed silver coin at the rate 
of £5,000 worth per hour and then 
count and bag the denominations 
separately in pre-selected amounts 
of from £5 to £100 in one operation. 

Mixed silver coin is poured into the 
hopper at one end of the Sautocount 
and is carried by conveyor belt to the 
sorting mechanism. Each separate 
denomination is then channeled to 
the appropriate counting head for 
half-crowns, florins, shillings and six- 
pences. These can be pre-set to cut 
out automatically when the required 
totals are reached. An automatic feed 
to each counting head prevents over- 
loading and any coin missorted is re- 
jected before it reaches the counting 
head. 

Produced by International Coin 
Counting Machine Co. Ltd. of En- 
field, Middlesex, the Sautocount is 
driven by 11 electric motors. It is 
said to have the highest capacity of 
any automatic sorting and counting 
equipment available. Westminster’s 
installation represents its first use 
in British banks. 
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World Bank Loan 
in London 


The World Bank has raised a long- 
term loan in the London capital mar- 
ket for the first time since 1954. The 
Bank has issued £10 million ($28 
million) on a twenty-year bond with 
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a 5 per cent interest coupon, priced 
at 3% points below par. The loan 
offers a gross redemption yield very 
slightly above that obtainable on 
British Government securities of 
comparable dates. 

This is only the third time that 
the Bank has come to London for in- 
vestor’s funds. The first occasion was 
in 1951. The present loan, however, 
is as large as the two preceding is- 
sues combined. If Mr. Eugene Black 
has his way borrowing in London 
may be more frequent in future. 

In an outspoken address to the 
London Institute of Bankers, Mr. 
Black pointed out the discrepancy 
between what the sterling area has 
put in to the IBRD and what it has 
gained from it. Total Commonwealth 
borrowing has now reached £530 mil- 
lion (nearly $1,500 million)—or one- 
third of the Bank’s total lending. This 
is several times as much as the Com- 
monwealth’s entire effective capital 
contribution both official and private. 

As World Bank loans are granted 
in fully convertible currencies, the 
institution has in fact been a large 
source of gold and dollars for the 
sterling system. With the dollar now 
under balance of payments strain, 
Mr. Black apparently feels that more 
of the lending as well as of the bor- 
rowing ought to be in Britain and 
the Commonwealth. 
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Apartment Building Branch 
A modern branch bank with full- 
length windows from street to second 
floor has been opened by the Banco 
Popular Del Peru in central Lima. 
The office occupies the first two floors 
of a new 23-story apartment house 
at Pierola and Tacna Avenues. 
The bank has also enlarged its 
headquarters in downtown Lima, and 
plans to open a number of additional 
branches in Peru’s capital city. It 
has 113 branches in _ operation 
throughout Peru and Bolivia. It re- 
cently began issuing a quarterly eco- 


Floor-to-ceiling windows add 


nomic report in English, with a cir- 
culation of about 2,000 copies to its 
correspondent banks and corpora- 
tions within the republic and abroad. 
The 28-page report deals with busi- 
ness in Peru, its foreign trade, sta- 
tistics for all banks in the country, 
and news of political import. 
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Credit Boundaries Toppling 


European instalment credit finance 
companies, already flourishing at 
home, are continuing their move into 
international trade. 

The largest single British credit 
company, United Dominions Trust, 
for example, has been negotiating 
agreements with many of its Euro- 
pean counterparts. Their object is to 
provide instalment credit for the 
finance of purchases in either di- 
rection between Britain and the 
Continent. In theory the services 
provided are supposed to complement, 
rather than compete with, the serv- 
ices already provided by the clearing 
and merchant banks. And doubtless 
many traders will be able to obtain 
finance they could not otherwise have 
obtained. But there is bound to be 
competition at least on the fringes 
between 16 different types of insti- 
tutions. 

Credit will be provided under this 
plan in two alternative forms. The 
final purchaser will be able to pay in 
monthly instalments; or alternative- 
ly a merchant will receive a loan to 
enable him to take imported goods 
into stock for perhaps three to six 
months prior to a sale. In that case, 
repayment will either be in a lump 
sum or by monthly instalments. 
Whatever the circumstances export- 
ers and importers will be dealing 
with finance companies of their own 
nationality. 

The plan is ready for operation in 
Germany and Holland, where the 
Kundenkreditbank of Dusseldorf and 
the Industrieele Disconto of Amster- 
dam are co-operating with United 


modern touch to new branch 


Pierola and Tacna Avenue branch, Banco Popular Del Peru, Lima 


January, 1960 








elndustrial 
Finance 
eExperience 
in 
Management 
of 

Foreign 
Capital 


Foreign 
Exchange 
Business 
also our line 


ESTABLISHED IN 1902 


THE 


INDUSTRIAL BANK 
OF JAPAN LTD. 


New York Office: 

80, Broad Street, New York 4, 
N.Y. 

Head Office: 

Marunouchi, Chiyoda-ku, Tokyo, 
Japan 








Dominions Trust. Finance houses in 
Sweden, Switzerland and Austria 
have also agreed to join and negotia- 
tions are in progress with institu- 
tions in France, Belgium and Nor- 
way. : 
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Taxation Haven 

Despite its size—only 22,000 in- 
habitants and 340 acres—the Prin- 
cipality of Monaco has more than 700 
trading societies, 21 banks and 16 
credit stablishments. They control 
the main part of the $36 million in 
business that flows through the area 
each year, according to Gabriel L. 
Flacs, manager of the Monte-Carlo 
branch of the Credit Foncier de 
Monaco. 

Mr. Flacs’ branch exemplifies the 
types of banking services provided 
in the area. His office is quite liberal 
in its policies, issuing credit to in- 
dustry and business under both re- 
course and non-recourse plans. It has 
helped finance the 15- and 20-story 
apartment houses that have been 
erected in Monaco in recent years. It 
also plays an important part in urban 
reclamation projects and has sup- 
ported highway and parking lot con- 
struction. 

The absence of raw materials in 
the colorful Mediterranean country 
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Monaco’s scenic beauty draws tourists and trade 


limits productive industries. But cul- 
tural and artistic activities draw 
more than 100,000 tourists to this 
vacationland annually. The tourist 
traffic brings the bank a great deal 
of foreign exchange business, and 
also places it in a preferred position 
as a custodian of funds and valuables. 

Monaco’s residents are fortunate 
tax-wise; there are no income, land 
or successor taxes. The famed Casino, 
a gambling mecca, accounts for 
roughly 1/20 of Monaco’s operating 
funds, and additional receipts from 
trading taxes, rents paid by the 
French Republic through a customs 
agreement, and the sales of postage 
stamps, tobacco and matches, more 
than meet governmental needs. The 
latter are quite substantial though, 
for the costs include: a Parliament, 
courts and police units, eight for- 
eign embassies and 142 consulates. 
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New Paper Gold 

Another gold certificate, which is 
expected to appeal to North Amer- 
ican investors, has been introduced 
with the backing of the Standard 
Bank of South Africa and Johnson 
Matthey. The new certificate is com- 
pletely transferable. It will be avail- 
able early this year. 

The sponsor of the project is the 
International Gold Corporation, Jo- 
hannesburg, with capital of £25,000 
($70,000). The company will issue 
bearer bonds at the current market 
price of gold plus a premium of not 
more than 3% per cent. Certificates 
will range from about $60 to $1,500 
in value. They will be obtained from 
bankers and stockbrokers at prices to 
be published daily. 

Gold will be shipped to the bearer 
free of freight and insurance charges 


on production of the certificate. 
These services will be paid from the 
proceeds of the 3% per cent pre- 
mium. Johnson Matthey will act as 
accredited dealer and be responsible 
for delivering the gold bars required. 
The Standard Bank will guarantee 
the certificates against gold held to 
its order. 

The service is possible under a 
policy of the South African Reserve 
Bank announced last April; it is will- 
ing to sell gold bricks to private pur- 
chasers outside the sterling area if 
they are prepared to offer a better 
price than in the London market. 
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Real Estate Investment 
Booming *““Down-Under’’ 

Although the trend is still in its 
early stages, real estate has emerged 
in the past few months as a strong 
competitor for the savings of the 
small Australian investor, according 
to the London Financial Times. 

Savings are now being channelled 
into property through unit trusts, 
which were launched in Sydney in 
July. An estimated £214 million ($4,- 
215,000) was invested in the property 
trusts in their first three months of 
operation, and new groups are being 
formed to stimulate action in Syd- 
ney and Melbourne. 

One of the newer entries is Austra- 
lian Fixed Trusts, a leading unit 
trust fund with assets exceeding £38 
million ($106,480,000). A.F.T. had 
previously concentrated on stock mar- 
ket securities. Its shift to property 
trusts is viewed as a hedge against 
boom prices on the stock exchange. 

The property trusts have been 
placing about one-third of their in- 
vestable funds in mortgages and 
other fixed-interest securities and are 
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deriving income from rental of flats, 
houses, office buildings and factories. 
These investments are expected to 
yield dividends of 7 to 8 per cent. 
Turnover of property, including un- 
developed land which is being over- 
run at the rate of 20,000 acres each 
year for dwellings alone, should pro- 
vide additional capital appreciation. 

Australia has a housing shortage, 
estimated at 60,000 units, and no let- 
up in demand is expected before 
1970. This contributes to the coun- 
try’s fast building pace, which in 
1958 saw 9 per cent of national in- 
come (£450 million) go into con- 
struction. 


5 e ° 


Touring Banker 

Richard Aoun, vice-president for 
international operations of Banco 
Del Caribe, Caracas, Venezuela, is 
currently on a three-month round- 
the-world trip visiting correspondent 
banks. 

Banco Del Caribe was started in a 
small oil town 
of Puerto Ca- 
bello in 1954, 
now has 380 
branches 
throughout 
Venezuela. It 
is expanding 
its facilities in 
the interior of 
the rugged 
country, and 
willopena 
branch in Maracaibo early in 1960. 
The bank has its own radio-telephone 
service and can instantly contact any 
branch on its own wave length. 

At its main office at Caracas the 
bank supplies a battery of telephones 
free to the public, because there are 
not enough telephones for all who 
want them. 

Banco del Caribe has placed spe- 
cial emphasis on foreign collection 
services and hopes to expand its for- 
eign business through personal con- 
tacts. 
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New Notes for Old 


The Bank of England plans to in- 
troduce notes of a larger denomina- 
tion. These will be worth £10 ($28) 
each. Since the war the highest de- 
nomination has only been £5 ($14). 
The only two other notes in circula- 
tion have been the £1 ($2.8) and 10 
shilling ($1.4) ones. 

The new £10 note will not come 
into circulation before 1962 or 1963. 
Meanwhile, the existing 10 shilling, 
£1 and £5 notes are to be re-designed. 
One defect of the existing issue is 
that one side of the present £5 note 
is said by some people to resemble 
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the £1 note in a poor light, and this 
can be an expensive mistake. 

Blind people’s organizations have 
expressed concern lest the new notes 
should all be of the same size and thus 
difficult to distinguish by touch. But 
it has now been made clear that there 
will be enough difference in shape for 
the blind to tell one note from an- 
other. 

The main problem, when the new 
notes are ready, is likely to be the 
smallness of the denominations. Be- 
fore the war there were as many as 
six notes in circulation worth more 
than £10, and this at a time when 
money was worth two or three times 


as much as inflated value today. 
Some dissatisfaction is also ex- 
pressed from time to time on the 
state of the coinage. The most val- 
uable coin in circulation, the “half 
crown” is worth only some 35 cents. 
Another complaint is that the “pen- 
ny” (worth slightly more than a 
cent) is far too large and heavy. 
The penny is a very popular coin, but 
owing to its tiny purchasing power, 
it is only useful as one of a group. 
This innocent looking piece of base 
metal is probably the main single 
cause of the bulky, bulgy and torn 
pockets that disfigure the winter 
overcoats of so many British males. 


























planning a move to Canada? 


... then be sure your first move is to contact Imperial Bank 
of Canada. Imperial Bank, with branches coast to coast 
in Canada, has full information on the latest developments 
and opportunities in Canadian business. 

Imperial Bank is ready to help you with the information 
you require. Write for the highly informative, 16-page 
Imperial Bank Booklet, “Business Opportunity in Canada.” 


IMPERIAL BANK 
OF CANADA 
Head Office, TORONTO 1, CANADA 
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STATEMENT OF CONDITION — October 31, 1959 


ASSETS 


Cash on hand and due from banks and 
ne Nw ue Bh eee ee Se Uo Re 





Cheques and other items in transit, net . 197,816,881 

Government of Canada and Provincial 

Government Securities, at amortized value 680,591,333 

Other securities, not exceeding market 

ts Gos «se ee eek ee ef 205,646,327 

Core 6 were Sw SO Se YM Gels 192,284,785 
$1,578,355,278 


Commercial and other loans . . . .. . = 1,353,187,079 
Mortgages and hypothecs insured under 





the National Housing Act, 1954 . . 227,153,276 
on eee." « & « o © & <> \e 47,009,972 
Customers’ liability under acceptances, guar- 

antees and letters of credit, as per contra 44,367,590 
oo ee er a ee ee 9,620,377 

$3,259,693,572 








NOTE: 
The rest account has been increased by the transfer of $3,000,000 from 
tax-paid reserves, $2,000,000 from undivided profits, and by $14,628,928 
received as premium on capital stock subscriptions. 

Completion of the present stock issue will result in paid-up capital of 
$60,750,000 and rest account of $139,850,000. 


300 BRANCHES COAST-TO-COAST IN CANADA 
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LIABILITIES 
mapas. 2 5 6 tw 0 te ee cc « BAe 
Acceptances, guarantees and letters of credit 44,367,590 
Caer RASRE ss 5 oe be 0 @ 4 15,767,243 
Capital authorized— 
7,500,000 shares of $10 each $ 75,000,000 
Capital paid-up— 
6,056,909 shares— 
issued and fully paid . . .$ 60,569,090 
Payments received on ac- 
count of 18,091 shares not 
ee 80,423 
$ 60,649,513 
Rest Account ... . . « 139,628,928 
Undivided Profits. . ... 1,072,290 201,350,731 
$3,259,693,572 








NEW YORK 5: Two Wall Street Gordon V. Adams, Joseph C. Kenner, 


John B. Lesslie, Joseph Jubb, Agents 


CHICAGO 4: 141 West Jackson Bivd., Board of Trade Bidg. - Niels Kjeldsen, 
T. A. O'Donnell, Resident Representatives 


SAN FRANCISCO 4: Bank of Montreal (San Francisco), 333 California Street, 
Albert St. C. Nichol, President 


LONDON, ENGLAND — Main Office: 47 Threadneedle St., E.C.2; 
West End Office: 9 Waterloo Place, S.W.1 


PARIS, FRANCE—European Representative’s Office, No. 10, Place Vendome, ler 


CARIBBEAN AREA: Affiliate: Bank of London & Montreal Limited, Head 
Office: Nassau, Bahamas ‘ 
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Credit Expansion 


“We may expect to see some de- 
gree of renewed bank credit expan- 
sion once the more selective approach 
now being adopted has become fully 
operative,” J. E. Coyne, Governor of 
the Bank of Canada, stated recently 
at Montreal. “In considering this 
whole question of the recent tighten- 
ing of bank credit policies, we should 
not take too literally the more extreme 
reports that sometimes circulate 
about banks ceasing to make loans. 
Banks are opening new credits every 
day, though certainly not for every- 
one who applies. Banks are reviewing 
and increasing lines of credit for 
businesses and individuals with legit- 
imate requirements arising out of 
either growth or temporary emer- 
gencies, although here too a careful 
selective process must be expected 
to operate.” 

Mr. Coyne, dealing with promotion 
of sound economic growth, pointed 
out that screening processes for 
would-be borrowers will be more rig- 
orous than in the past, and that larg- 
er corporations who can resort to the 
securities market and other alterna- 
tive sources of capital will be ex- 
pected by their bankers to find part 
of their funds elsewhere. 
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Annual Reports 


Despite a tight money situation 
Canadian banks with years ending 
October 31, 1959, reported record 
demand for loans, increases. in 
the amount of National Housing Act 


Six of Canada’s banks report 


By JAMES MONTAGNES 


mortgages, increased profits, and 
most reported increased total assets. 

Canadian Bank of Commerce and 
Bank of Montreal referred to in- 
creased efficiency in their clearance 
systems in reducing transit items in 
the form of cheques. This reduction 
accounted for a distinct cost saving, 
and in the case of the Canadian Bank 
of Commerce “this together with a 
drop in Government of Canada de- 
posits accounted for a reduction in 
total deposits.” 

“Interest rates much higher than 
those of the last 20 years will prob- 
ably be with us for some time,” John 
S. Proctor, president of the Imperial 
Bank of Canada, told the sharehold- 
ers at the annual meeting on Novem- 
ber 26 at Toronto. This was first of 
the bank annual meetings held in 
Canada for the 1959 fiscal year. 

“High government spending, rapid 
technological change, high consumer 
output and prosperity in our external 
markets all make the productivity 
of capital and the demands for cap- 
ital high. .. . I feel that much of the 
complaint about ‘tight’ money is a 
failure of borrowers to adjust their 
thinking to the fact that we are ina 
period of high interest rates.” 

“An atmosphere of monetary re- 
straint is likely to continue to prevail 
during 1960,” A. C. Ashforth, presi- 
dent of the Toronto-Dominion Bank 
stated at the annual meeting at To- 
ronto on December 1. He forecast that 
an easing of the present monetary 
situation is not been expected for it 
is primarily a reflection of the high 
demand for investment funds in re- 


lation to the current flow of savings. 

“There is no concrete evidence that 
the present process of expansion is 
being seriously impeded by credit 
restraints, though it may well be that 
the expansion phase of the present 
business cycle has been moderated 
and lengthened,” Mr. Ashforth 
stated. 

Noting that the rate of growth in 
the bank’s assets was not as large 
as in the previous year, Allen T. 
Lambert, vice-president and general 
manager of the Toronto-Dominion 
Bank, pointed out at the annual meet- 
ing that there had been no monetary 
expansion, as opposed to 1958 which 
saw heavy government borrowings 
accompanied by substantial increase 
in the money supply. Loans in the 
Canadian banking system as a whole 
moved up $1,300 million during the 
12 months of the fiscal year. As there 
was no increase in Canadian dollar 
deposits it was necessary to sell se- 
curities to accommodate this demand 
for loans, he explained. 

“Changes of such magnitude in 
the composition of bank assets put a 
strain not only on the banks them- 
selves but on the capital markets as 
well,” Mr. Lambert stated. “Bond 
yields and interest rates moved 
sharply higher as expanding busi- 
ness opportunities brought increas- 
ing demand for credit—a demand 
that outran the flow of current sav- 
ings. Under such conditions it is in- 
evitable that some loan demand 
should go unsatisfied or at least be 
deferred. But surely this is the pur- 
pose of a policy of monetary restraint 


increased earnings despite fact that deposit lag has slowed growth 








* 
CANADIAN BANK TRENDS—1959 

T Imperial Provincial Toronto- Canadian 

Bank of Bank of Bank of Dominion Bank of Bank of 

Canada Canada Nova Scotia Bank Montreal Commerce 
Total 1958 $1,010,386,830 $326,044,545 $1,704,024,993 $1,743 ,649,386 $3,277,788,554 $3,016,792,362 
Assets 1959 1,011,507,546 358,966,290 1,847,495,943 1,789,943,528 3,259,693,572 2,976,219,938 
| Loans & 1958 412,998,904 141,414,000 797,867,038 626,637,247 1,416,518,876 1,011,767,250 
| Discounts 1959 490,374,198 170,553,370 1,044,339,895 760,542,271 1,772,625,140 1,200,442,400 
Net 1958 7,574,175 1,650,000 10,391,447 9,796,351 22,889,690 20,162,347 
Earnings 1959 7,657,174 2,656,038 12,247,713 11,402,929 24,833,660 23,168,380 
Net 1958 3,084,175 875,043 5,241,477 4,746,351 10,356,690 10,212,347 
Profit 1959 3,691,174 1,231,038 5,902,713 5,462,929 12,191,060 11,118,380 
Mortgages 1958 42,007,030 3,466,940 40,334,000 66,540,437 171,371,272 140,215,347 
1959 55,456,875 4,398,995 55,852,000 101,213,660 227,153,276 186,611,352 

*Fiscal year ending October 31, 1959. 
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—to defer some part of the program 
in order to avoid the danger of set- 
ting off another round of inflation.” 
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Farm Education 

The Canadian Bank of Commerce 
sent a mobile bank education unit 
around the circuit of agricultural 
fairs this past autumn. The unit, in 
the form of a trailer, was used as a 
center from which to distribute the 
bank’s many booklets on modern 
farming methods. The educational 
staff accompanying the trailer was 
kept busy answering questions on 
bank loans, farming techniques and 
the many activities of the bank. 


5 ° ° 


New Building 

Imperial Bank of Canada starts 
construction early this year of a new 
12-story office building at Bay and 
Richmond Streets, in downtown To- 
ronto. The bank will occupy the base- 
ment, ground floor and a mezzanine 
floor for a branch, and rent space in 
the bulk of the building. Decision 
has not yet been made as to using 
part of the building for some head- 
office departments. The bank’s head- 
quarters are located a few blocks 


Soe ~ agent: Prine adie 


Imperial Bank plans Toronto building 


Slated to open in 1961 


south of this new building, which is 
to be occupied early in 1961. 
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Gold Buyers 

International gold buyers have 
demonstrated such an interest in the 
interchangeable gold certificates in- 
troduced last May by the Bank of 
Nova Scotia and by Samuel Montagu 
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ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation 70 years ago. 
doing business in Peru a letter addressed to us will 
assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office -- LIMA 


throughout the Country 
CAPITAL - $/.80,000,000.00 
SURPLUS - S/.100,499,372.14 


"Peru's Oldest National Commercial Bank" 


If you are interested in 














74 








& Co. Ltd., London, England, that 
the service has recently been ex- 
tended to the Deutsche Bank, Frank- 
furt, West Germany, and Union Ac- 
ceptance Limited, merchant bankers 
of Johannesburg, South Africa. 

Owners of gold certificates can 
now arrange for delivery of gold 
bought in London, Toronto, Frank- 
furt and Johannesburg, with an ad- 
justment being made for any differ- 
ence in the relative price of gold on 
the markets involved. 
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Personnel Change 


John H. Hunter, formerly manager 
of the Banff Springs Hotel Branch 
of the Bank of Montreal at Banff, 
Alberta, has been appointed special 
representative of the bank in the 
superintendent’s department at Cal- 
gary, Alberta. He succeeds Arthur 
C. P. Jones who has been named a 
special representative. 
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Bank Advertising 


Humorous advertising is being 
used increasingly by Canadian banks. 
The Royal Bank of Canada used the 
back cover of its staff magazine re- 
cently to point out that people who 
come casually to the bank are good 
savings account prospects. The mes- 
sage in the cartoons told the bank 
employees to ask these people “‘Have 
You A Savings Account?” 

The Bank of Montreal is currently 
using humorous advertisements in 
student publications to promote sav- 
ings accounts. Funny names with 
application to various university 
courses are used along with comical 
drawings to attract savings accounts. 


Directed at student savers 
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CONDENSED STATEMENT, 
OCTOBER 31, 1959 




















ASSETS 





1959 1958 





Cash, clearings and due from banks $ 260,975,131 $ 247,872,764 














Securities - - - - = = - - 373,792,340 467,091,259 
Callloans - - = - - - = = 106,328,450 133,136,698 
Total quick assets - - - - - $ 741,095,921 $ 848,100,721 
Other loans and discounts - - - 1,044,339,895 797,867,038 
Acceptances & letters of credit- - 29,962,403 31,253,962 
Bank premises- - - - - - - 22,913,240 18,289,450 
Controlled companies - - - - 8,248,521 6,419,206 
Other assets - - - - - - = 935,963 2,094,616 
$1,847,495,943 $1,704,024,993 














LIABILITIES 





















Deposits - - = - - - = = = $1,721,044,455 $1,595,474,227 








Acceptances & letters of credit- - 29,962,403 31,253,962 
Other liabilities - - - - - - 7,147,249 6,011,237 

Total liabilities to the public - $1,758,154,107 $1,632,739,426 
Capital paid up - - - - - - 21,579,880 18,000,000 
Rest account - - - - - = - 66,439,640 52,400,000 
Undivided profis- - - - - - 1,322,316 885,567 








$1,847,495,943 $1,704,024,993 

















STATEMENT OF UNDIVIDED PROFITS 
FISCAL YEAR ENDED OCTOBER 31 






Profits after reserves for depreciation 


























& contingencies - - - - - $ 12,247,713 $ 10,391,477 
Income taxes - = - = =- = = 6,345,000 5,150,000 
Net profit - - - - - - - - §$ 5,902,713 $ 5,241,477 
Dividends declared - = - - - 4,665,964 3,960,000 
Undivided profis- - - - - - $ 1,236,749 $ 1,281,477 
Undivided profits brought forward 885,567 1,604,090 

$ 2,122,316 $ 2,885,567 
Transferred to rest account- - - 800,000 2,000,000 
Balance of undivided profits - -. $ 1,322,316 $ 885,567 





F, WILLIAM NIcks, President « J. DouGias Gipson, General Manager 


are: - LONDON + NEWYORK § + CHICAGO + THE CARIB 
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THE CANADIAN BANK OF COMMERCE 
HEAD OFFICE - TORONTO 


CONDENSED STATEMENT AS AT OCTOBER 31, 1959 

















ASSETS LIABILITIES 
Cash Resources (including items in transit)$ 410,020,511 IE ac denial Dnbsdsnausasteeatincobabeleyeenss $2,753,782,801 
A t ,G t d Lett of 
aera and Stee -Sageeties ........ oxddeieeioasie prea aes ame aoe he . shtee 32,552,422 
EN ee Te epee ee 199,756,578 er OO. | 65 hia dts kt echiacediae 13,055,458 
Total Quick Assets .................... $1 ,497,1 16,1 11 Shareholders’ Equity 
Loans and Discounts ........................... 1,200,442,400 Capital Paid Up ............ $ 53,971,132 
Rest Account ............... 119,736,489 
Mortgages and Hypothecs insured under Undivided Profits .......... 3,121,636 176,829,257 
CGE FOO os ocr aini sii 186,611,352 
Customers’ Liability under Acceptances, 
Guarantees and Letters of Credit, as 
UE III. ss nccavececoschesseapieecasinaites 32,552,422 
SII... cnc coccachescouasddiaitembauanaees 38,350,192 
IID =... . onscssthinsucteabsandedameoioces 21,147,461 
ee aU Cot en TS ee $2,976,219,938 Total Liabilities ...............0..0000.. $2,976,219,938 














STATEMENT OF UNDIVIDED PROFITS 
Year Ended October 31, 1959 


Balance of profit for the year before provision for income taxes but after making transfers to inner re- 


serves out of which full provision has been made for diminution in value of investments and loans.......... $23,168,380 
nn MINNIS c8, 2. 2,3 4 ccdalbsicade tdepaevhassianancduvceabbecstolsasonanssesaatccte arene cnaeeam ee oetemenenbenl “SA 12,050,000 
ee SU INNO = oo . sain duped cd Ll bURAiveneceasdenccecacaccecsvocccdnsucccuodscsdbies deledecetesinsae aidsasmnbalatbnsinds $11,118,380 
III oo vicvhves cdas'vo A My Lins cnanbuvscindncsebbebiebdadadadahooes decatebbevsh deddushuslasidadte dtd heed tnd aie nics kaSiaits «teed 9,163,828 
Amount carried forward ............... LL cota Se asinspiiglibaalehssahaineneaticessimsVaadihaiaclepsidh dulibcoictbesa cals alltel eae an scale ad $ 1,954,552 
ene any GAUnen weeny meme 0D. I ii... cnrvccnavedsoechibbiintacdecdWusledebln sue stiepoeuetbbchAndendieegavescsoanies 1,167,084 
CORED Semen Cetabar BT, SPOP 5.5... crecderccassscootsccncsbbivevicnonddiccacbbatbee ctasses sia Rbaaseubbteevinbewsbens $ 3,121,636 
N. J. McKINNON J. P. R. WADSWORTH 
PRESIDENT GENERAL MANAGER 
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THE BOOKLET COUNTER 








Bank Public Relations . . . This 
reprint of a speech delivered by a 
well-known bank public relations offi- 
cer covers the basic functions and 
services of a bank’s public relations 
department. The address is based on 
a survey taken of 125 of the largest 
banks in the United States. In dis- 
cussing the purposes and shortcom- 
ings of bank public relations work, 
the author outlines basic steps to 
evaluate the job being done in a par- 
ticular institution. The survey in- 
cluded the organization of depart- 
ments in various banks, and the 
varying degrees of public announce- 
ments handled by the public relations 
department. A summary of the sur- 
vey’s findings completes the reprint. 


Income Tax Guide . .. A com- 
pact booklet aimed at answering the 
general questions people raise about 
their income tax returns has been 
offered as a syndicated service. The 
pamphlet includes a sample form 
1040 that has been completed to show 
proper preparation, explains such 
transactions as the selling of prop- 
erty, dividends, interest, pensions 
and annuities, and explains the law 
on medical payments. Also reviewed 
is the declaration of estimated in- 
come tax, and special deductions. 
Single copies are available. 


Maintenance Guide . . . Specifi- 
cally aimed at financial institution 
buildings, this handy 12-page booklet 
charts the basic steps to keep a build- 
ing’s interior sparkling and protected 
against age. Helpful hints on the 
care and cleaning of the office include 
recommendations for fixtures and 
furniture, upholstery, tile flooring, 
carpet, terrazzo and mosaic floors, 
marble, draperies, and wall finishes. 
Elimination of common stains and 
everyday dirt are treated separately 
for each material discussed. Sug- 
gested grooming tips are based on 
this design firm’s many years in the 
financial building field. 


College Fund . . . Savings officers 
should be interested in seeing this 
eye-catching folder designed to at- 
tract depositors to college fund sav- 
ings. The intriguing die-cut folder 
unfolds to progressively larger fig- 
ures of a boy who is growing up. The 
theme is that youngsters grow so 
quickly, the time to start saving for 
college is now. A handy..chart com- 
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Attractive savings lure 


putes the amount of savings ac- 
cumulated over a period of one to 17 
years, and savings totals include 
accumulated interest paid. Monthly 
contributions range from $5 to $100. 


Photocopy Hints . . . A list of 
115 ways that a photocopy machine 
can save a businessman’s money has 
been compiled in this 12-page book- 
let. Suggested reports, correspond- 
ence, documents and filing aids that 
can be copied are listed in the vari- 
ous business categories of general 
management, sales, advertising, pro- 
motion and merchandising, engineer- 
ing and manufacturing, accounting 
and personnel. 


A Bank’s Personality ... An un- 
usually interesting and beautifully 
presented story of a bank has been 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











published by one of New York City’s 
most famous private banking firms. 
It details the history of the persons 
who founded the business, touches on 
the bank’s heritage, describes the 
nature of the institution, and relates, 
in pictures and in words, the many 
services performed within its doors. 
The bank’s world-wide operations 
are also examined, and the part that 
the institution plays in the financing 
of world trade is explained. 


Planning for Growth . . . In plan- 
ning new financial quarters today, 
management must consider potential 
growth of the future, according to 
the financial building construction 
firm that has released this booklet. 
The illustrated booklet explains the 
principles of functional planning de- 
signed to accommodate future ex- 
pansion with a minimum of expense 
and building problems, Several case 
histories have been included to show 
hoW advanced planning helped banks 
expand with business growth on a 
logical construction basis. Examples 
show how these banks either added 
floors, constructed additions, con- 
structed rental quarters in initial 
building for later expansion, or 
added space for drive-in banking 
facilities. 


Life Insurance Impact . . . The 
economic and social contributions of 
life insurance to the nation are re- 
viewed by speakers from five seg- 


* ments of the economy in this 43-page 


brochure. The reprinted addresses 
are complete texts given at a sympo- 
sium on life insurance in New York 
City. Speakers included a clergyman, 
a scientist, a public official, an econ- 
omist, and an industrialist. Each re- 
viewed the impact that life insurance 
has had and continues to have on the 
American economy and society. 


Trust Services . . . A leading 
Canadian trust company. released a 
handy and informative booklet de- 
scribing its trust services. Activities 
of the company explained include es- 
tate planning, investment manage- 
ment, savings deposits, retirement 
and pension programs, vault safe- 
keeping, and mortgage management. 
The booklet also reviews many little 
known services of the company such 
as acting as an agent to pay div- 
idends, or acting as consultants on 
foreign financial matters. 
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Regional | 
Conventions SOUTHERN ! 
Regardless of which 1960 NABAC ; 


Regional Convention you attend 
You Win... 


WESTERN 
June 6-8 JF 
Salt Lake City 


NABAC 


The Association for Bank Audit, Control and Operation 
HEADQUARTERS: 38 South Dearborn St., Chicago 3, Ill. 


The last word on Auditing, Controls, Automation, 






Personnel Problems, Customer Services, Research— 
the entire field of banking problems, PLUS, 
the display and demonstration of the newest in 


bank equipment by the nation's leading manufacturers. 
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° NABAC’s 36th Annual National 
Don’t forget the Bw re >_> Convention is Scheduled for 


October 10-12 in Los Angeles 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Community Property 


The Washington Supreme Court 
has recently held that United States 
Series E savings bonds =: purchased 
out of a husband’s wages and regis- 
tered in his name alone are com- 
munity property. The ruling was 
made in spite of Treasury Depart- 
ment regulations stating that regis- 
tration of the bonds is conclusive 
evidence of ownership. 

The case involved a widower act- 
ing as administrator of his wife’s es- 
tate. His final account was disap- 
proved by the probate court because 
he had omitted from the assets of the 
marital community $2,500 worth of 
E bonds registered in his own name. 
He appealed to the State Supreme 
Court, which affirmed the ruling. 

The bonds in question had been 
purchased after marriage and paid 
for by deduction from the husband’s 
wages. Treasury regulations pro- 
vide: “The form of registration used 

. will be considered as conclusive 
of ... ownership... Savings bonds 
are not transferable and are payable 
only to the owners named _ there- 
oe, 2 

The husband claimed that the ef- 
fect of the regulation was to make 
the bonds his separate property. Not 
so, the court said, referring to a pre- 
vious decision in which it had held 
that the Treasury regulations were 
intended for the government’s con- 
venience, and that the United States 
had no concern to whom the money 
belonged after the bonds were cashed. 

Since in Washington all property 
acquired after marriage (except by 
gift or inheritance) is community 
property, the husband’s wages which 
bought the bonds were community 
funds. “The bonds so purchased, 
therefore, were community property. 
If this were not so, a designing 
spouse could at once transform com- 
munity property into separate prop- 
erty by the purchase of United 
States bonds.” Jn re Allen’s Estate, 
343 P.2d 867 (1959). 


° o * 


Life Insurance Payments 

A bank that accepted the responsi- 
bility of paying a-depositor’s life in- 
surance premiums, and allowed the 
policy to lapse through error, was 
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held liable to the depositor’s bene- 
ficiaries by the Supreme Court of 
Utah. 

The insured took out a policy with 
a life insurance company and signed 
a “Sight Draft Authorization,” 
which requested and authorized the 
bank to charge her account with 
drafts to be drawn by the insurance 
company for monthly premiums on 
the policy. The banks accepted the 
authorization and paid drafts for the 
months of September, 1955, through 
March, 1956. 

Some time after the March pay- 
ment the bank mislaid the authoriza- 
tion, which resulted in the drafts for 
April and May, 1956, being returned 
to the insurance company with the 
notation “Not authorized.” The bank 
did not notify the insured of the dis- 
honored drafts and no further pre- 
miums were paid. The policy had 
lapsed when the insured died on Au- 
gust 12, 1956. 

The insurance company refused to 
pay the policy proceeds to the bene- 
ficiaries. The suit was brought on the 
ground that negligence of the bank 
in failing to honor the April and 
May drafts resulted in the lapse of 
the policy and loss of the proceeds to 
the. children. 

The defense alleged: (1) that it 
owed no duty to the beneficiaries be- 
cause there was no privity of contract 
with them; (2) that it was the in- 
sured’s own failure to see that the 
premiums were paid which caused 
the lapse of the policy; and (3) that 
a “hold harmless” provision in the 
authorization protected it from any 
liability in connection with its agree- 
ment to honor the drafts. 

In considering the bank’s duties to 
the beneficiaries, the Court said: 
“. .. it is appropriate to look to the 
foundation of that relationship. Be- 
tween the bank and depositor it is 
that of debtor-creditor to the extent 
of the customer’s balance and it is 
the bank’s duty to pay up to that 
amount to anyone on the depositor’s 
order and in conformity with his di- 
rection, and this is also usually true 
even where the depositor authorizes 
another to draw on his account. In 
any event, banks customarily do so 
because they are competing for busi- 
ness on the basis of the services they 
offer. It is apparent that this was the 


reason that the defendant bank 
agreed to perform this service for 
the insured. Whether the bank could 
have refused is not material. The fact 
is that it did not refuse, but accepted 
and complied therewith for seven 
months, permitting the insured to 
assume that the premiums were be- 
ing paid. ... 

“Having accepted the responsibil- 
ity, the duty to fulfill it ran both to 
the depositor and to her beneficiaries 
for whom she maintained the policy, 
and the bank was obliged to exercise 
due care in performing that duty at 
least until it notified the insured to 
the contrary. Its failure to do so 
renders it liable to the beneficiaries 
who were harmed thereby despite 
lack of privity between them.” 

The Court pointed out that it was 
improper to speak of the insured’s 
own wilful or negligent failure to 
pay the premiums when the bank 
failed to show that she was aware 
that the policy had lapsed. 

The Court pointed out ih connec- 
tion with the “hold harmless” provi- 
sion that it is well settled that con- 
tracts in which a party attempts to 
make himself harmless -are subject 
to strict construction against him; 
and further, that he will be afforded 
no protection unless the preclusion 
against negligence is clearly and un- 
equivocally stated, and that there 
was no provision that would protect 
the bank in the event of entire fail- 
ure to fulfill the arrangement. 

... Bank & Trust Co. v.... Security 
Corp., 341 P.2d 944 (1959) 


° ° 


Bank in Bad Faith? 

The Georgia Court of Appeals has 
ruled that a jury can decide whether 
a bank acted in bad faith, or whether 
it can be considered a holder in due 
course of uncollected checks which 
the bank paid before stop payment 
orders were issued. 

On December 10, the vice-presi- 
dent of the bank, who was in charge 
of all departments except the loan 
department, dishonored and returned 
for non-sufficient funds, a check for 
$8,592.75 drawn by Motor Company 
to the order of Finance Company. 
The next day Motor Company de- 
posited two checks totalling $9,430 
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drawn to its order by the Finance 
Company. 

The bank credited this amount to 
Motor’s account immediately. The 
same day the vice-president permit- 
ted Motor to withdraw $9,510.03 in 
cash, virtually depleting the account, 
even though he knew that the ac- 
count consisted almost entirely of the 
uncollected checks drawn by Finance 
Company and that only the day be- 
fore the Motor Company check for 


$8,592.75 payable to Finance had 
been dishonored. 

Finance Company stopped payment 
on its two checks, and the bank sued 
Finance to recover the value of the 
checks. 

The trial court directed a verdict 
in favor of the bank. On appeal, the 
Georgia Court of Appeals held that 
the facts introduced into evidence 
were sufficient to let the jury decide 
whether the bank should have real- 
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ized that Finance was likely to stop 
payment on the checks and whether 
accordingly the cashing of the two 
checks amounted to bad faith on the 
part of the bank. If the jury were to 
find bad faith, then the bank would 
not be a holder in due course and 
could not recover on the checks. The 
court ordered a new trial so that a 
jury could decide these issues. 

. . . Finance Company v. Bank, 110 
S.E. 2d 57 (George App. 1959) 


HOW BUSINESS PICKS BANKS 


CONTINUED FROM PAGE 35 
needs in handling the account; the 
other, a more or less arbitrary divi- 
sion between banks, or as one treas- 
urer put it: “Equally among larger 
banks.” The first method usually in- 
volves requesting the bank to send 
a copy of its profit analysis on the 
account to the company, where it is 
taken into consideration, although 
the corporation may modify some of 
the factors entering into the calcula- 
tion. The corporation does not wish 
to compensate the banks for “inef- 
ficiencies” and, therefore, sets “‘nor- 
mal” expense ratios for profit anal- 


yses purposes. In the case of “collec- 
tion banks,” this results in the set- 
ting of a “target’’ balance. Any funds 
in excess of the target are trans- 
ferred to “concentration banks.” 
Practices with regard to the latter 
vary. Some corporations maintain 
a very few and others maintain a 
great number all over the country, 
both, however, for the usual purpose 
of paying normal invoices from a 
relatively small number of their ac- 
counts. 

Many treasurers indicated the nec- 
essity for spreading their business 
among banks from the public rela- 


tions standpoint, although almost all 
disclaimed any use of courtesy or in- 
active accounts. It appears that this 
type of account rarely exists, as cor- 
porations who feel the necessity for 
an account at a particular bank usu- 
ally can make it pay its way by ar- 
ranging to use it. 

In summary, the survey supports 
to a large degree an opinion that 
bank selection is to a large extent 
subjective, relying on such factors 
as personal acquaintance and man- 
agement reputation coupled with an 
interest in the particular industry 
represented by the customer. 


REVOLVING CREDIT QUESTION 


CONTINUED FROM PAGE 37 

Our credit-line accounts are based 
on a 20-month roll-over and we have 
been careful to see that the maxi- 
mum amount extended does not ex- 
ceed an amount equal to twice the 
applicant’s monthly pay. This leaves 
the instalment payment at about 
one-half of a week’s pay. Interest 
charged is slightly less than 1 per 
cent of the outstanding balance. At 
some point before the actual credit- 
line is extended, we ask the appli- 
cant to visit our office for a thorough 
explanation of the plan so that the 
customer starts off “on the right 
foot.” The customer is then supplied 
with 20 checks at no charge. There 
is no check charge once a check has 
been used, and we have established 
no minimum check amount, believing 
that if we want our customers to use 
their checks, we should not restrict 
the purposes for which the checks are 
written. The few abuses of this cred- 
it that have come to light have been 
easily corrected by our collection 
man who simply explains the real 
purpose of check credit to the of- 
fender. 

The program’s first six months of 
operation have revealed a number of 
interesting facets of check credit. Of 
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686 applications received, we have 
rejected 153 applicants. But 41 of 
those rejected were steered from a 
credit-line account to a conventional 
instalment loan. This bears out our 
contention that check credit is not a 
substitute for other lines of credit, 
but rather an adjunct to them. A ma- 
jor share of the $250,000 added to 
our instalment loan outstandings in 
the six month period is attributed 
to customers who initially were 
drawn to our bank by the introduc- 
tion of revolving credit. 

Along with the line of thought 
that the new service has attracted 
new business, nearly half of the orig- 
inal applications were received from 
people who had no prior experience 
with our bank. Of the 380 applicants 
who were customers of the bank, 196 
had both checking accounts and prior 
loans, 114 had checking accounts, and 
70 had been previously served by the 
loan department. 

To-date, nearly 90 per cent of our 
533 credit-line accounts are in use, 
and account for over 66 per cent of 
the total dollar amount approved. 

There is a definite cost savings in 
lending money the credit-line way, 
in spite of the fact that initial inves- 
tigation may be slightly more ex- 


pensive than the credit search for a 
conventional term loan. A great deal 
of the savings comes from reduced 
collection work. 

To those who qualify, we believe 
that a credit-line account provides 
the most convenient type of credit 
available. The applicant can easily 
smooth out the peaks and valleys in 
his budget. Seasonal costs such as 
vacations, tuitions, holiday expenses 
and insurance premiums can be cov- 
ered without straining the person’s 
supply of cash. Customers are billed 
monthly by statement, and the state- 
ment reveals the amount he has spent 
and the remaining line of credit 
available to him. Careful selection of 
credit-line account holders plus a 
thoroughly explanation of the pro- 
gram to those who qualified has re- 
sulted in near delinquency-free oper- 
ations. Of the two accounts that did 
become delinquent, both were imme- 
diately brought up to date after a 
call from our collection man. 

Profit cannot be discussed so soon 
after the plan’s inception. Yet, in- 
come figures reveal satisfactory re- 
turns for the work involved in the 
program to date. 

As a trustee for the National 
Foundation for- Consumer Credit, I 
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am kept abreast of total consumer 
credit outstandings throughout the 
nation, and still cannot become over- 
ly-alarmed at the attacks presently 
being made against what some folks 
seem to believe is a dangerous over- 
extension of instalment credit. Taken 
in light of a rising level in both gross 
national product and disposable per- 
sonal income, present consumer credit 
outstandings under $47 billion do not 
seem excessive to me. I believe that 
the nation’s economy could easily 
handle consumer outstandings of $60 
billion without undue concern on the 
part of government, providing that 
this additional extension of credit 
continues to be selective. 

I further believe that the Amer- 
ican consumer has been conditioned 
to the benefit of instalment lending 
to cover immediate purchases, and 
will find receptive ears from one 
financial field or another in his quest 
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for credit. If he can prove his ability 
to meet his financial obligations, he 
is going to demand credit. Check 
credit, to the customer, is no differ- 
ent than a charge account. But to 
the bank, it is another account to be 
handled profitably, and another per- 
sonal contact to sell other banking 
services. 

A carefully planned credit-line 
program should not have pitfalls, or 
present unnecessary risks. In fact, 
revolving credit is an excellent way 
to move “long lived” loans out of the 
commercial loan department. Many 
banks our size, and larger and 
smaller than we are, have enough 
loans of this type to start a success- 
ful revolving credit program with- 
out adding a single account. It is not 
inconceviable that this form of 
credit might be extended to small 
business lending procedures in the 
near future. 
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BIG SMALL-TOWN BANK 


CONTINUED FROM PAGE 42 
happy because they could not park 
close to where they wanted to do 
business. Retail merchants were un- 
happy because their customers some- 
times went elsewhere for convenience 
of parking. 

So, as part of its construction job, 
the bank black-topped a 60-car park- 
ing lot adjacent to its new drive-up 
window and with appropriate fanfare 
threw this facility open not only to 
bank customers but also to tne gen- 
eral public without strings or re- 
strictions. The public was delighted. 
The merchants were even more de- 
lighted, because this so lightened the 
volume of curb parking, except in the 
peak summer season, that it is gen- 
erally possible now to find street 
parking within convenient reach of 
one’s downtown destination. 

This worked so well that an even 
larger public parking lot was paved 
adjacent to the new bank building at 
LaPaz, with identical results. 

Situated in an agricultural com- 
munity, the bank works closely with 
all constructive farm organizations 
and activities, putting particular em- 
phasis on the youngsters. It invaria- 
bly buys the County 4-H grand cham- 
pion steer and the reserve champion, 
paying up to $1 a pound for animals 
with a resale value in the neighbor- 
hood of 30 cents. Feeder calves for 
farm youngsters to raise are financed 
at 4 per cent interest. 

The bank awards five college schol- 
arships at a total annual cost of 
$6,600 to five high school students 
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every year, on the basis of ability 
and need. All high school seniors 
from township schools doing business 
with this bank, approximately 250, 
are taken each spring to Chicago, 100 
miles distant, for a one-day trip dur- 
ing which they are taken through the 
Board of Trade, the Federal Reserve 
Bank, and are given lunch at a La- 
Salle street bank’s employee cafe- 
teria. 

Will Osborn has no objection to 
being a non-conformist, if he dis- 
agrees with the generally accepted 
standards. He has never had a serv- 
ice charge for anything the bank 
does. He provides free imprinted 
checks regardless of size of the ac- 
count, performs all manner of extra 
services. “You can’t run a bank with- 
out customers, and if you treat the 
customers right they'll treat you 
right.” He sincerely believes service 
charges are not right for a country 
bank, and he acts on this belief. His 
lack of service charges has not been 
popular with neighboring banks, but 
he has continued doing it his own 
way. 

The bank delights in performing 
services that benefit two customers 
simultaneously, such as driving a 
woman who wanted to buy a house- 
trailer to an out-of-town customer 
who makes house trailers; the buyer 
got a discount and the manufacturer 
made a sale. It is almost routine for 
the buyer and seller in a farm land 
deal to come to the bank with their 
problem. The bank acts as go-between 
to help them iron out their differ- 
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ences, helps them close the deal, and 
makes no charge for the time and 
effort expended. If a customer sells 
real estate on a contract, the bank 
either will cash the contract for him 
through an affiliated finance com- 
pany, or else will accept the purchas- 
er’s payments, credit the seller’s ac- 
count, notify him of the payment and 
keep track of the unpaid balance—all 
at no cost. 


OLKS around Culver make no ef- 

fort to conceal an affection for 
Will Osborn and his bank that is most 
unusual in financial relationships. “I 
wish I had all I’ve paid the bank in 
interest since 1914,” said a prosper- 
ous old farmer who came in to cash 
a check. “But I’ll tell you, I’d have 
lost everything I owned back in the 
depression if Mr. Osborn hadn’t 
stood back of me and lent me money 
when nobody else could—and, to tell 
the truth, I didn’t have much for him 
to lend on except character. The bank 
has helped me out whenever I needed 
help. They’re the making of this 
community !” 

Or talk with the hustling young 
wholesale seed and feed dealer who 
drove over to Culver from a much 
larger city a dozen miles away. “My 
dad got started doing his banking 
with Mr. Osborn along about the 
time I was born,” he chuckled. “He 
was a grain buyer and had a retail 
elevator, and he couldn’t get the ac- 
commodations he needed nearer 
home. So he wrote a long letter to the 
Culver bank—Dad was a great letter 
writer and in those days folks in 
modest circumstances didn’t have 
cars. Well sir, Mr. Osborn wrote back 
and said he’d take care of him, so 
Dad moved his account. Dad bor- 
rowed money over there for over ten 
years, a good deal of money some- 
times, and those two men never set 


eyes on each other. Then one day Dad 
was walking up the street with a 
friend who stopped to talk with Mr. 
Osborn when they met, and that’s 
how they got their first glimpse of 
each other. 

“Most country bankers shy away 
when you come at them for a loan of 
any kind they’re not familiar with 
and it takes ’em weeks to make up 
their mind. Last year I walked in 
here and told Mr. Osborn I could 
make some money on Mexican-made 
baler twine if he’d lend me $30,000 
right then and there. He never batted 
an eye, just said, ‘What will we have 
to show for it?’ 

“IT told him it had been shipped 
by barge from New Orleans and put 
in a warehouse on the Chicago Har- 
bor, and we could get it at a bargain. 
‘Okay, we’ll take warehouse receipts,’ 
he decided, and that was fine with 
me. 

“Then I told him, ‘But there’s one 
gimmick to this. I’ve got customers 
scattered all around the country, and 
I know what is bound to happen. 
They’ll call up from Michigan or Ohio 
and tell me they just this minute 
found out there’s a local truck going 
over to Chicago today with a load of 
fruit or canned goods. They can get 
a good bargain on the haul back if 
the truck can pick up their baling 
twine. Now then, is there any way 
we can take care of releasing some 
of the twine on short notice like 
that?’ 

“What a man he is, for a banker! 
He says, ‘Sure, you just call me when 
you want to get anything out of the 
warehouse and we'll fix it up.’ I took 
him at his word. The first time it 
happened, a customer in Michigan 
telephoned me a truck was just about 
getting to Chicago right then, and 
the driver would call back home to 
see if they had found him a return 





load. The customer figured the truck 
would be ready at the warehouse in 
about three hours. Mr. Osborn wasn’t 
bothered by the rush, or about releas- 
ing $5,000 worth of his collateral on 
my telephone word. The truck picked 
up the twine and my customer was 
mighty happy. We’ve done the same 
thing again, too. 

“It turned out the whole thing 
could be handled pretty simply. The 
Culver bank sent my warehouse re- 
ceipts to a Chicago bank for custody. 
Then somebody at Culver telephoned 
the Chicago bank, that bank phoned 
the warehouse—and the twine was 
released. Well, that entire deal turned 
out well. I’m just back from Mexico, 
and I signed up for better than three 
times as much twine as last year. I’m 
going to hit him for $100,000 today, 
and he’ll give it to me without a 
murmur. 


66’ HIS bank really holds its cus- 

tomers. An uncle of mine was in 
the seed business in my town. Even- 
tually he specialized on one particular 
species of grass seed that they grow 
in Southern Illinois, and he moved 
there. He took his banking busi- 
ness down there—for a couple of 
months. Next thing you knew, he 
moved his banking back to Culver. 
And I happen to know they have 
other customers like that in Califor- 
nia and Florida and practically every 
state in between.” 

That customer’s story might well 
be summarized as the explanation 
of The State Exchange Bank’s amaz- 
ing growth beyond the natural limi- 
tations of a small farming com- 
munity. Will Osborn has never been 
willing to recognize these as limita- 
tions, has instead proceeded to build 
a city bank in a country town. And 
it is all founded on this extraordinary 
philosophy of running a bank. 


PERSONNEL ADMINISTRATION 


CONTINUED FROM PAGE 39 
sonnel people becoming senior officers 
of banks. 

Two major functions of personnel 
have received major attention. One 
is commonly called “organization 
planning and staffing’; the other, 
“manpower or management develop- 
ment.” They are, of course, inter- 
related, and they are receiving atten- 
tion from top management, often 
with a personnel executive in a con- 
sultative capacity. 

The kind of concentration we see 
in these areas today is a far cry from 
the restricted efforts of obscure per- 
sonnel departments far down the 
ladder. This is not the isolated hir- 
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ing, placement, and firing of clerks, 
but a dynamic, integrated manage- 
ment activity to meet competition 
both today and tomorrow. Informed 
managements now realize that not 
only are the development of services, 
financial investment, and plant and 
equipment expansion and mainte- 
nance vital; people are vital also. 

It is fairly common today in well 
managed banks for executives to de- 
fine bank objectives on a 2, 5, and 10- 
year basis and, as a consequence, to 
plan staffing needs for these periods. 
A series of several organization 
charts are devised; the first reflect- 
ing bank needs today, the second the 
needs in 5 years, and the third in 10 


years. “Might be” jobs are designed 
as a corollary, jobs which currently 
do not exist in the organization. Nat- 
urally, losses due to death and retire- 
ment and resignation are antici- 
pated. 

This procedure tends to focus on 
tentative new markets, possible 
mergers, further diversification of 
business, investment planning, per- 
centage share of markets, plant ex- 
pansion, and manpower know-how 
needed and available. Relative com- 
petitive position is a prime consider- 
ation and, since it is true that a bank 
either moves ahead or falls behind, 
management’s wishes in this regard 
must be stated and plans made to im- 
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plement them in the light of all of 
these factors, including the trends of 
economics and the moods of govern- 
ment and labor. 

Thus, when the spotlight falls on 
the human resources factor there is 
the two-fold problem of the appro- 
priate selection of people from out- 
side and from within the bank for 
the carefully analyzed jobs of today 
and of tomorrow, and the develop- 
ment of people within the organiza- 
tion to become more skilled in their 
present jobs and to prepare for an- 
ticipated future responsibilities. 

Viewed in this light a bank can ill 
afford to do anything less than the 
best to select and train its people. 
Gone are the days when people were 
hired and fired with little investiga- 
tion of qualifications and little in- 
vestment of training effort. Truly 
good people are hard to find and most 
must be developed carefully if they 
are to become productive to the lim- 
its of their capacity. Careless human 
resource methods are costly to sur- 
vival. 


LOSELY related to organization 

planning and staffing are the de- 
velopment of sales and public rela- 
tions attitudes in banking. There is 
the desire to create an image, in the 
public mind, of banking as an attrac- 
tive career for capable young men 
and women. 

In the past the operations officer 
usually made the necessary shifts in 
organization and staff, and dealt with 
the various employee relations prob- 
lems. Now an increasing number of 
bank presidents see their manpower 
as their main challenge, and they 
are acutely aware of their ultimate 
accountability for the development 
of managers and executives. The em- 
phasis is now shifting rapidly toward 
a well managed personnel program, 
a program growing out of policies 
established by the president and a 
committee of his senior officers. 

The personnel function in a well 
managed bank operates generally 
toward five principal areas: 

Procurement—Recruiting, 
ing and assigning people. 

Conservation—Meeting the needs 
of employees’ physical, economic, rec- 
reational and social interests. 

Motivation—Promoting and stim- 
ulating cooperative activities through 
fair and equitable policies and stand- 
ards, rational incentives and under- 
standable communications. 

Development—Cultivating individ- 
ual potential through specific and in- 
dividual manpower development pro- 
grams based on clear knowledge of 
the jobs to be accomplished, the peo- 
ple in those jobs, and the aims of 
both the bank and these people. 


select- 
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Organization—The short and long 
range planning and implementation 
of an organization (people assigned 
to the specific accountabilities of 
specific jobs) to best achieve the 
bank’s objectives. 

The personnel officer thus becomes 
the primary executive concerned 
with human resources and human re- 
lations matters that bear usefully on 
bank performance. His job is to 
plan, direct and continually evaluate 
plans aimed toward the bank’s goals, 
goals which will be accomplished 
with and through its people. He must 
be technically competent of course, 
but beyond technical competence and 
specialized know-how he must look 
first at the bank’s human needs and 
resources from a management view- 
point in the highest sense. 

This is usually accomplished most 
effectively with a small top level com- 
mittee to develop and define the 
bank’s policies for personnel. In ad- 
dition to the personnel officer as 
chairman, other members of the com- 
mittee are usually the president or 
executive vice president and the 
heads of major functions in the bank. 

A perceptive and _ sophisticated 
analysis and description for every 
job in the bank are the best founda- 
tions on which to build this program. 


For too many years job descriptions 
have been recitations of “duties and 
responsibilities” without any true 
understanding of the end result ac- 
complishments, the accountabilities 
of the job, emphasizing not what the 
person in the job does, but the meas- 
urable, definable end result which the 
job is intended to accomplish. Most 
well managed banks are now writ- 
ing their job descriptions, for every 
job in the bank from the president 
down, on the “make or break’”’ basis. 
This is simply a job description for- 
mat which concentrates on those end 
result accountabilities, without which 
the job has no reason for being. The 
“make or break” job description sim- 
ply focuses on those aspects of job 
content and performance which will 
“make” the job, or the absence of 
which will “break” the job. 


HE illustrations on the bottom of 
pages 38 and 39 show a “make or 
break” job description for the per- 
sonnel officer of a well managed bank 
employing about 7,000 people, with 
an outstanding personnel program. 
Here is the heart of a solid plan 
for the management of human skills 
and resources, a job description 
which will serve as the basic tool for 
every activity in the personnel func- 
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tions. The ten uses for such a job 
description comprise every essential 
and important function in the total 
personnel program. These activities 
may be described briefly as follows: 

1. Selection—Attracting, apprais- 
ing, and hiring the best qualified 
candidates to meet the bank’s cur- 
rent and future personnel needs. 

2. Training—Conveying to each 
employee the knowledge and capacity 
to meet the needs of his present job 
and future jobs for which he is being 
considered. 

3. Job Evaluation—Establishing 
base salary ranges which are equita- 
ble, definable, understandable and ac- 
ceptable for every job in the bank. 

4. Incentive Compensation—Es- 
tablishing extra incentive compensa- 
tion based upon the achievement of 
specific accomplishments which are 
attainable through superior perform- 
ance by the person in the job. 

5. Job Standards—The definition 
and understanding of acceptable 
standards of job accomplishments. 

6. Performance Appraisal—The 
measurement of the quality of per- 


formance of the individual against 
the specific defined end result accom- 
plishments which the job is designed 
to attain. 

7. Counseling — Guiding, develop- 
ing and motivating the individual to 
achieve established job standards. 

8. Organization Analysis—The 
continuing study and improvement 
of the content and arrangement of 
various jobs. 

9. Interdependence of Jobs—The 
degree and kind of dependency of 
each job with other jobs specifically 
required to achieve established end 
result accountabilities. 

10. Planning Management Conti- 
nuity and Development—A projection 
of jobs and job content requirements 
into the future, and a plan for having 
capable people ready to meet these 
needs. 

Here is a brief summation of a 
complete bank personnel program. 
With such a program every aspect 
of human resources related to the 
needs and objectives of the bank will 
be met in a planned and effective 
manner. Without such a program, a 





bank’s management must sooner or 
later face the critical indictment of 
having failed to meet its most impor- 
tant and far reaching accountability 
—the achievement of goals of accom- 
plishment through the use of the 
bank’s human resources. 

Edward N. Hay & Associates, In- 
corporated, have probably served 
more banks than any other manage- 
ment consultant in the United States 
and Canada. The firm’s founder, Ed- 
ward N. Hay, was for many years an 
officer and executive in banking and 
finance prior to establishing the con- 
sulting firm which bears his name. 
Client banks served by the firm range 
in size from the largest to small coun- 
try banks and are located geograph- 
ically in all parts of the country. 
Specializing in the top management 
of human resources and the interre- 
lationships between men, jobs and 
money, and with special emphasis in 
the banking field, they speak from a 
breadth of experience in the per- 
sonnel function as a tool of top man 
agement, as well as depth in the 
banking and financial activities. 


MR. CLUTCHBILL'S PROTEGE 


CONTINUED FROM PAGE 43 
I’m curious to see you do it without 
any help except what I’ve been 
preachin’ into yuh for five years back. 
You’ve watched me work in a tight 
corner before now, John—you should 
know how!” 

“So Perkins wants his nephew for 
cashier!” stated John grimly, his eye- 
lids rising and falling quickly. 

Mr. Clutchbill opened his mouth 
slightly ; there was the seltzer of the 
war dance in John’s voice. 

“Yes,” he nodded, and then: “I’m 
gettin’ too old to be spurrin’ with 
them four ravens all the time. Of 
course if it was me I could scalp my 
way out, but it’s you they’re pickin’ 
on. And it’s time you learned how to 
scalp. You’ll have to if you stay here 
after I’m gone. You'll have to more or 
less anywhere. This talk about bein’ 
industrious on the towpath and the 
White House’ll claim yvh is pretty 
good hokum as long as the sea is 
calm, but you let it get riled, John, 
and I can tell yuh you’ve got to work 
your head along with your fore fins.” 

“Have they actually interviewed 
Perkins’ nephew —told him _ they 
wanted him?” asked Jchn with a 
wrinkled brow. 

“They act peculiar like they always 
do about anything I shouldn’t know. 
But I’ve held ’em off for two weeks, 
tellin’ ’em I want to see the critter 
close before I give my word. It ain’t 
hardly time to build a good steady 
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bucking machine, but you’ll have to 
knock something together somehow.” 

“Perkins owns a lot of the stock of 
this bank,” suggested John. “If it 
wasn’t for—well, for disappointing 
you, Mr. Clutchbill, I’d get out.” 

“T don’t blame yuh a darn mite, 
John. They’re a rough bunch; self- 
centered, graspin’, selfish and family- 
ish. ’Twa’n’t so, back along before 
these young directors came in. John, 
I feel like the last leaf on the tree. 
And I’ve sort of set my heart on 
leaving someone behind when I’ve 
gone who knows how to scalp such 
as I have always been able to. Good 
scalpers are scarce and needful in a 
community.” 

John nodded gravely. “You make 
me think of what I was reading last 
night, Mr. Clutchbill. I came across 
the motto of our oldest fur company 
in North America.” 

Director Clutchbill waited in in- 
tense silence. 

“It was a Latin motto—Pro Pelle 
Cutem. And I finally puzzled it out; 
it means: ‘A skin for a skin.’ ” 

The old director rubbed his hands 
quickly and his pale blue eyes seemed 
to twinkle with a darker blue. 

After his talk with Director 
Clutchbill three davs went by before 
John could get the faintest clue for a 
plan of action to reduce the great 
odds against him. And even then the 
clue came in the guise of chance, as 
it alwavs scems to after study. 


On this particular day, lunch hour 
had come and found John in his usual 
seat in the village hotel dining room. 
Speaking from memory of endless 
former menu cards rather than from 
the sight of the one stiffly held before 
his eyes by the red-headed waitress, 
he said: “Tomato soup, corn fritters, 
pork hard done and vegetables.” 

It was at this moment that old 
Aunt Libby Hemmingway, sailing on 
perfect schedule, hove in sight in the 
hotel dining room. John rose and 
held her chair back for the old lady 
at his table. He had done this each 
day for months, and for months the 
dining room natives had held knife 
and fork suspended. and looked on 
modestly till Aunt Libby was seated. 
And old Aunt Libby never failed to 
give John an old-fashioned smile. 
Perhaps in these days it was the 
only open touch of gallantry she re- 
ceived in the stunted social pastures 
of the village. 

“Well, John,” she newsed brightly, 
spreading her napkin with motherly 
pats over her lap, “the selectmen 
have ordered me to cut down that old 
buttonwood tree in my front yard. 
They claim it’s got so old it’s risky 
for folks on the sidewalk to go under 
it.” 

“That’s too bad!” sympathized 
John. “I’m going to miss that old 
tree as much as you will. It’s right 
across the street from the window 
where my desk sits.” 
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“I suppose it’s best,” said Aunt 
Libby. “Us old things have to go.” 
And then in a whisper: “I’m think- 
ing of going to Florida come winter. 
My daughter down there is set on it.” 

“For good?” inquired John in a 
low voice with lifted eyebrows. ““You 
going to sell out?” 

“I made up my mind today—and 
John, if you learn of anybody that 
wants to buy a place, I wish you’d 
let me know.” 

“Certainly. Yes, 
Libby.” 


I will, Aunt 


OHN regarded the brilliant ver- 

milion soup which had just been 
set in front of him. He tasted it 
thoughtfully. Suddenly he laid down 
his spoon. There was a time when the 
bank had envious eyes on Aunt 
Libby’s house and lot. If he trembled 
for a second he might allow the bait 
to escape, which, during that exact 
moment, fortune was holding out to 
him. 

“Aunt Libby, would you let me 
have an option on your place for two 
weeks ?” 

The old lady promptly laid down 
her spoon and looked at John. “Why, 
certainly, John. I’m going to offer it 
at $4,000. You ain’t—John, I didn’t 
know you had a sweetheart!” 

John waved his hand playfully. 
“There’s nothing like being ready,” 
he joked. “And would you let me at- 
tend to the old buttonwood tree? I’ll 
see it’s properly removed at the right 
time.”’ 

Aunt Libby nodded and smiled. 
“TIt’ll be a nuisance off my hands.” 

The next morning Director Clutch- 
bill came into the bank at ten o’clock 
as was his custom. John was gaily 
stripping the morning’s mail. One 
lock of his hair stood briskly aloft on 
the crown scalp lock. 

At once John dropped a letter on 
his desk, turned and opened his 
mouth. 

Promptly Director Clutchbill held 
up a hand. “I can see! Don’t tell me! 
Don’t tell anybody! Remember, John, 
the business of Egypt was never 
blabbed.” 

John lapped his lips quickly. But 
he held himself in. “Do you think, 
Mr. Clutchbill, the meeting for the 
election of a cashier will be called 
within two weeks?” 

“There’s no gettin’ out of it. I ran 
across Perkins this morning. He’s 
rearin’ for action. He claimed he’d 
asked his nephew to come over here 
from Belton Village for my inspec- 
tion a week from today.” 

“Urge them to have the meeting 
at four o’clock that afternoon,” sud- 
denly suggested John. 

“Huh? What?” flashed Mr. Clutch- 
bill. 
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“T mean it... I’m set!” 

“All right; four o’clock she shall 
be,” stated the old director, but his 
voice carried a tinge of caution. 

Before the day of the meeting John 
had a pleasant visit with Aunt Libby 
on her porch. For the most part their 
conversation had to do with the old 
buttonwood tree. John told her he 
would get it out of the way for her 
on a certain afternoon just after the 
bank closed for the day. 

One would have thought a sudden 
thoughtfulness had come to him for 
all human nature, for he drove his 
car fourteen miles to Wrynose, a 
neighboring village. Here with a 
heart full of love, he called on Mr. 
Vipond Henshaw, the president of 
the Locust Trust Company. Mr. Hen- 
shaw was an ardent fisherman. John 
unselfishly described for Mr. Hen- 
shaw a large speckled trout esti- 
mated, eye weight, at 6 pounds, which 
had taken residence in the river near 
Ferndale Village. Not only that, but 
John begged to be allowed to lead Mr. 
Henshaw to the trout’s pool if he 
could manage to call at the bank at 
exactly four o’clock on a certain day. 
Mr. Henshaw followed John eagerly 
clear out to his car and shook hands 
twice before he let John get in. Mr. 
Henshaw may have wondered why 


John was taking all of these pains 
with the head of a rival bank, but, if 
so, he laid it away for future inves- 
tigation. 

When the day of the directors’ 
meeting swung around, President 
Perkins’ candidate, Mr. Oliver Bero, 
of Belton Village, was very much in 
evidence. He and President Perkins 
roamed about the bank for the great- 
er part of the afternoon. At times 
John would look at President Per- 
kins, think of the heavy block of 
stock he owned, and his hind legs 
would feel light and queer. At other 
times he would observe his thin, rat- 
faced rival, and tidings of fierce joy 
would well through all of John’s be- 
ing. 

At three o’clock the doors of the 
Ferndale National Bank closed on the 
business day. At 3:45 the cash was 
settled. The two women clerks and 
Willie Dexter, his mild china eyes 
unwinking back of his eyeglasses, 
stole softly and thankfully away from 
the war-laden atmosphere. 

It was the habit of the bank board 
in summer to meet in the front office. 
Promptly at 3:55 they had gathered 
beside John’s desk. In respect to his 
age, Mr. Clutchbill sat in his easy 
chair in a sunny corner by the win- 
dow. Then came three other direc- 
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tors, vassals mostly, and at the other 
end of the board, Mr. Perkins with 
his intended, Mr. Bero, beside him. 
In battle array and full war strength 
they came to annihilate the enemy. 
As we shall see, they knew him not. 

John closed his roll-top desk, lifted 
a straw hat from a brass stand in a 
corner and at the same time drew 
from behind the stand a long, queer- 
shaped package. This he undid quick- 
ly while he wished the board good 
afternoon, not omitting his rival, Mr. 
Oliver Bero. 

Of the five members of the board 
only Director Clutchbill held an un- 
wavering eye on the package John 
was unwrapping. Mr. Clutchbill sat 
back in his chair and felt of his 
goatee as the object in the paper was 
revealed. It was an old axe, its bit 
brightly sharpened. John tucked it 
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modestly under his arm without a 
word and let himself out the front 
door. 

The old village clock on the white 
church steeple hammered out the la- 
borious strokes of four as John 
paused on the street curb. He looked 
up and down the street. Henshaw of 
the Locust Trust had not yet ar- 
rived. 

Back in the directors’ circle Mr. 
Clutchbill was openly agitated. The 
directors’ meeting was about to open. 
Unless something happened in fifteen 
minutes Perkins’ nephew would be 
cashier of the Ferndale National. 
Something had gone wrong. Mr. 
Clutchbill got to his feet to explore 
the surrounding horizon for John. 
Suddenly he held very still, watching 
so intently his goatee trembled under 
the strain. 


IRECTLY across the street John 

had taken off his coat, leaned 
back and then forward. Wham! said 
the axe against the old buttonwood 
tree in Libby Hemmingway’s yard. 
At the alien note a mellow-eyed na- 
tive, who had been braced against the 
post office corner like an upreared 
grasshopper, came to life. He knocked 
the ashes out of a cob pipe and 
started anxiously toward the doomed 
buttonwood. He was joined by others. 
And by the time John’s axe was ring- 
ing regularly several] were prowling 
around the old tree like a bunch of 
hounds under a treed coon. 

In the bank Director Clutchbill 
swallowed once, hastily. “What’s the 
crowd for?” his words broke in on 
the spasmodic talk of the other direc- 
tors. “What’s goin’ on, I tell yuh!” 
he said impatiently. 

One by one the directors got to 
their feet and presented a gallery of 
five faces over the shoulder-high 
brass screen along the plate glass 
window. 

“They’re cutting down Lib Hem- 
mingway’s old buttonwood,” ex- 
plained the motionless face of one of 
the vassals. 

“But why is John cuttin’ it?” 
fumed Director Clutchbill spacing his 
words. 

A closed car drifted up to the curb 
beside the bank. Mr. Henshaw of the 
Locust Trust got out and waved in a 
familiar fashion to John. And John 
waved back, smiled and motioned. 

Each of the directors, save Mr. 
Clutchbill, looked into each others’ 
eyes for a split second. 

They saw Mr. Henshaw cross the 
street and shake hands with John. 
The rival bank man seemed dressed 
in heavy working clothes for some 
reason. They watched the two men 
stretch a steel tape along the front 
of Libby Hemmingway’s lawn, and 





calculate a measurement. 

“T might of knowed it!” Director 
Clutchbill sat down. “We’re goin’ to 
have another bank in the village... 
right on top of us, too! Looks to me 
as if Henshaw has bought in that 
property we’ve always wanted. And 
if he’s got John to throw in with him, 
I don’t blame John a darn mite!” 

“Bought nothin!” bellowed Presi- 
dent Perkins. “I’m going up to the 
town clerk’s office and see if anything 
is on record.” 

It could not have been five minutes 
when President Perkins returned, 
breathing hard and red of face. 

“Well!” rasped Director Clutchbill. 

“It ain’t Henshaw; it’s John. He’s 
got an option recorded in his own 
name.” 

“John always was a thorough fel- 
ler,” complained Director Clutchbill 
proudly, getting up and walking back 
and forth fiercely in front of the 
board. “How you goin’ to pay 10 per 
cent dividends with another bank 
chewing into us?” he wanted to know, 
suddenly stopping in front of Presi- 
dent Perkins. “Is this meeting 
opened?” he shouted. 

President Perkins nodded without 
looking up. 

“Then I make a motion John At- 
wood be elected cashier of this 
bank!” 


HE motion instantly carried, and 
five minutes later Mr. Clutchbill 
led John back into the bank. 

“Bein’ president you can tell the 
news,” snapped Mr. Clutchbill to Mr. 
Perkins. 

“We have decided to elect you 
cashier, John,” announced Mr. Per- 
kins. “Do you accept?” 

“Why, certainly. I will try to serve 
you faithfully,” said John, watching 
old Director Clutchbill nod and wink 
one eye happily. 

“‘Now see here! Are you throwing 
in with Henshaw on a new bank?” 
demanded President Perkins with a 
worried face. 

“Why, no, sir; I asked Mr. Hen- 
shaw to come over and have a try 
at that big trout under the mill dam 
falls.” 

“Then what was you doing with 
that steel tape?” 

“Well,” smiled John, looking naive- 
ly at his old teacher, Director Clutch- 
bill, “I told Aunt Libby I’d cut the 
old buttonwood for her, and we were 
a bit worried it would rip into her 
porch, so we measured to see.” 

President Perkins got up, pulled 
his hat to his eyes, took his nephew, 
Oliver Bero, and departed. 

“John,” said Director Clutchbill 
after the others had gone and he was 
pumping John’s hand up and down, 
“you even had me scared!” 
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PRODUCTS AND SERVICES 








Sees All—Knows All . . . Electronic 
automatic camera films every activity, 
every few seconds, all day long, to 
record robberies, thefts, shoplifting, pil- 
ferage and vandalism. Photographic 
detection with positive pictorial identi- 
fication of the culprits can now be re- 
corded by sequence pictures on film, 
with the Cam-Eye Camera, manufac- 
tured by United Electronics Labora- 
tories, Louisville, Kentucky. Cam-Eye 
Photographic Security Systems work on 
an entirely new principle which takes 
“stop-motion” sequence pictures instead 
of motion pictures. This condenses up 
to two weeks of time on a single roll of 
film, making it economically feasible to 
operate Cam-Eye steadily, day after 
day, from morning to night. 


Speedy Signer ... A new high-speed 
check signing machine that produces 
maximum disbursement protection has 
been announced by the Todd Com- 
pany Division, Burroughs Corporation, 
Rochester, New York. Field tests of the 
Burroughs T-141 Controlled Facsimile 
Signer revealed that the machine aver- 
ages speeds of more than 5,000 checks 
an hour, while maintaining an ex- 
tremely high degree of disbursement 
efficiency. It is equipped with a locked 
vault in which signed checks are de- 
posited and has a non-resettable meter 
that counts the number of documents 
signed. Other features include two ink 
fountains, similar to those used on 


printing presses. Any combination of 
two colors may be applied in one oper- 
ation, for the purpose of protection, as 
well as advertising appeal. 


Portable Coin Counter . .. A low- 
priced, fully-automatic combination coin 
counter and sorter is being manufac- 
tured by Standard Change-Makers, Inc., 
422 E. New York Street, Indianapolis, 
Indiana. Because it is fully portable 


January, 1960 


and light (only 27 pounds), the ma- 
chine is ideal for branch banks. The 
new electric machine automatically 
operates simply by setting the counter, 
flipping the switch and pouring in the 
coins. It counts and sorts 15,000 coins 
per hour, handling 1¢, 5¢, 10¢ and 25¢ 
coins. 


Three Way Shredder ... A new paper 
shredder with a capacity of 400 pounds 
of newspaper stock per hour can be 





quickly adjusted to deliver 3 different 
shred widths—3/32”, 3/16” and %”. 
According to the manufacturer, Indus- 
trial Shredder and Cutter Company, 204 
Mill Street, Salem, Ohio, the machine 
serves the dual purpose of completely 
destroying confidential office papers con- 
yeniently and quickly as well as convert- 
ing large quantities of waste paper to 
packing material. Principal features of 
the mechanism are a unitized assembly 
of straight knives and a fluted feed roll 
for jam-free operation. This compact 
unit is only 18%” high, 25” wide and 
28%” long. Equipped with carrying 
handles for easy transporting, it is also 
available for table or bench location. 


Handy Guide ... A new eight page 
booklet, especially prepared as a factual 
guide in the selection of office copy- 
ing machines, has been published by 
Copease Corporation. Titled “The Truth 
About Office Copying Machines,” the 
booklet analyzes the principal reasons 
for the growing use of copying equip- 
ment in modern business offices, and 
explains in detail the various type copy- 
ing machines available on the market. 
The booklet is also aimed at business 
offices using copying machines that are 
actually unsuited for their specific needs. 
These include machines which do not 
copy certain markings, writing or 
colors, causing unnecessary losses in 
time and efficiency. Copies of the new 
booklet and additional information on 
Copease photocopy machines may be 
obtained from Copease Corporation, 425 
Park Avenue, New York 22, New York. 
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Combines the best fea- 
tures of both wardrobe racks 
and lockers. Sanitary—keeps wraps 
aired, dry and “in Press.” Improves 
employee morale and reduces ab- 
senteeism. Provides each person with: 
a dry 12” x 12” x 15” lock box for 
lunches and personal effects, spaced 
coat hanger and ven- 
tilated hat space. Also 
shelf for overshoes. 
9-ft. unit accommo- 
dates 18; 6 ft. unit 
12. Sold by leading of- 
fice furniture dealers 
everywhere. 


Write for Catalog LO-15 
VOGEL-PETERSON CO. 


Rt. 83 and Madison St. ° Elmhurst, Il. 








For manual sorting 
8 OUT OF 10 CHOOSE 


ae | Kohlhans 


Even in the electronic age, 8 out of 
10 of the country’s leading banks 
standardize on Kohlhaas for man- 
ual sorting. Thousands of smaller 
banks, using electronic or standard 
posting equipment, rely heavily on 
inexpensive manual sorting, and 
with them also, Kohlhaas is an 
odds-on favorite. 





Let Kohlhaas simplify your sorting 
problems. See your dealer or write 
for illustrated literature—11 varie- 
ties of Numerical Sorters, 50 varie- 
ties of Alphabetical Sorters. No 
obligation. 


THE Kehlbhaus COMPANY 
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All phones — BAyport 1-4433 


87 





Burroughs Clearing House 


ADVERTISING INDEX 


The Magazine of Bank and Financial Leadership 








A 


Abbott Coin Counter Company, Incorporated 83 
Agency: Bruce Angus Advertising Agency 


Acme Visible Records, Incorporated................ 16 
Agency: Cargill, Wilson & Acree, Inc. 

De schoo tit nccwccccnenctscnestinsncocesed 86 
Direct 


Air Express Division of Railway Express 
FS ETE ELROD ALOE: SORBED LI EE «5 Te EW 


Agency: Adams & Keyes, Inc. 
Allison Coupon Company, Incorporated............ 66 
a ~eis Richard Stebbins & Associates, 
ne. 
Australia & New Zealand Bank, Limited........ 67 
Agency: The Albert Woodley Company, inc. 


B 
Banco de Credito del Perw.......................0.00....... 74 
Direct 
Bank Building & Equipment Corpora- 
a CI i secings asatciccnariecctcekuesttenaion 2nd Cover 
Agency: Krupnick & Associates, Ine. 
Bankers Bex Compamiy..........................005.00...6.5,2:. 81 
Agency: Frank C. Jacobi Advertising, Inc. 
Bank of America N. T. & S. A.w....000000000000....... 2 
Agency: Johnson & Lewis Advertising 


Bank of California, The 
Agency: 


ie ee ctaied sat ncpinthadiiigensiineasas 10 
Honig-Cooper, Harrington & Miner 


Bank of London & South America, Limited.. 68 
Agency: Edwin Bird Wilson, Inc. 


Bank of Montreal... sicssnepinceiecae. ae 
Agency: Doremus ‘and ‘Company | 
Bank of Nova Scotia, The......................0............. 75 


a tay J. Walter Thompson Company, 
td. 


Bank Preducts Company......................:.......0.:0000- 58 
Agency: Germain-Wertheim 

Beneficial Finance Company.............................. . 13 
Agency: Albert Frank-Cuenther Law, Inc. 

Brandt Automatic Cashier Company.................. 31 
Agency: Chandler’s 

Burroughs Corporation......................... : 60 & 61 
Agency: Campbell-Ewald Company 

Cc 
Canadian Bank of Commerce, The...................... 76 


Agency: Albert Frank-Guenther Law, Inc. 


Chubb & Son’s Lock & Safe Company, 
Limited .... 7 


Agency: Everetts Adver tising Limited 


City National Bank & Trust Company 


Oe. Gee Se a Al 55 
Agency: George H. Hartman Company 
Coast Book Cover Company................................ 8 


Agency: Magna Limited 


Continental Illinois National Bank & Trust 
IND Snatatinedaitciescactiten Mantihlesap tote 
Agency: Earle Ludgin & Company 

Crocker-Anglo National Bank.............................. 19 
Agency: Doremus and Company 


D 
Diebold, Incorporated. ...........................20..cccccccossess 25 
Agency: Frease & Shorr Advertising 
F 
Fidelity-Baltimore National Bank...................... 45 
aw VanSant, Dugdale & Company, 
ne. 
88 





First National Bank of Arizona 47 
Agency, Advertising Counselors of Arizona 
First National Bank of Chicago, The................ 14 


Agency: Foote, Cone & Belding 
First National Bank of Miami, The 
Agency: Tally Embry, Inc. 


First -ciaeanasia City Bank of New York, 
The. ade 50 & 51 
Agency: “Albert Frank-Guenther Law, Inc. 


Foremost Insurance Company............................ 29 
Agency: Charles F. Johnson Advertising 
Wass ts, Eeelted, Whee. ..3.....1..-..... 70 


Agency: Dentsu Advertising Limited 


H 
Halsey, Stuart & Company, Incorporated...... 5 
Agency: Doremus and Company 
Miocene Tas, ian 5 oe 44 
Agency: Edwin Bird Wilson, Inc. 
Heller & Company, Walter E............................. 9 


Agency: Gourfain-Loeff, Inc. 


Heller Roberts Manufacturing Corporation.... 56 
Agency: George I. Bushfield 

Herring-Hall-Marvin Safe Company.................. 57 
Agency: The Rowe & Wyman Company 

—— Dental Manufacturing Company, 


Agency: Brown Advertising Agency 


I 
Imperial Bank of Canada..............0..0....000....200...0 71 
Agency: McKim Advertising, Limited 
Industrial Bank of Japan, Limited, The.......... 69 
Agency: New Asia Trading News Agency 
Industrial Shredder & Cutter Company............ 85 


Agency: Scheel Advertising Agency, Inc. 


K 
Kohlhaas Company, The........000.:.0000000.0 cn. 87 
Agency: Frank C. Jacobi Advertising, Inc. 
L 
La Monte & Son, George .........000.000.0 cece. 21 


Agency: The Samuel Croot Company, Inc. 








ADVERTISING OFFICES 
DETROIT OFFICE 6071 Second Blvd. 


Detroit 32, Michigan, Trinity 5-2260 
G. R. Heinzman, Advertising Assistant 


NEW YORK OFFICE....219 Park Avenue South 
New York 3, N. Y., Algonquin 4-6350 
Mae E. Tobin, Advertising Assistant 


CHICAGO OFFICE................324 S. Michigan Ave. 
Chicago 4, Illinois, Wabash 2-7600 


National Advertising Manager 
Frank E. Quish 


Assistant Advertising Manager 
William R. Evans 








M 
Marine Midland Corporation......................0......... 63 
Agency: Batten, Barton, Durstine & 
Osborn, Inc. 
Massachusetts Investors Trust... PRS ae 
Agency: Doremus & Company, Inc. 
Mitsubishi Bank, Limited, The......................... 81 
Agency: Dentsu Advertising Limited 
Mosler Safe Company, The..:.................... 3rd cover 


Agency: Cunningham & Walsh, Inc. 


N 


National Bank of Commerce of Seattle, The 20 
Agency: Cole & Weber, Inc. 


P 


Pittsburgh National Bank............0.00.000000.0....... 48 
Agency: Ketchum, MacLeod & Grove, Inc. 





R 
Ralston Purina Company 17 
Agency: Gardner Advertising Company 
Rand McNally & Company.................................... 24 
Agency: Fletcher Richards, Calkins & 


Holden, Inc. 
Roberts Rubber Company, Weldon.................... 47 
Agency: La Porte & Austin, Inc. 
Royal Bank of Canada, The................................ 64 
Agency: Albert Frank-Guenther Law, Inc. 


Ss 
Salescaster, Incorporated...................................... 62 
Agency: Raymond-Nicholas Advertising 
Scarborough & Company............................ 4th cover 
Agency: William Balsam Advertising 
Sinclaire, Incorporated, Kennedy........................ 28 
Direct 


Strayer Coin Bag Company, Incorporated...... 46 
Direct 


T 


Tension Envelope Corporation.............................. 22 
Agency: Potts-Woodbury, Inc. 
Title Insurance and Trust Company 


Agency: Erwin Wasey, Ruthrauff & Ryan, 
Ine. 


U 


United States Bronze Sign Company, 
Incorporated 


— Maxwell Sackheim & Company, 
ne 
United States Steel Corporation... 52 & 53 


Agency: Batten, Barton, Durstine & 
Osborn, Inc. 


Vv 


Valley National Bank 
Agency: Jennings & Thompson 
Advertising, Inc. 
Vogel-Peterson Company.. Debigthid tepkties tine 
Agency: Ross Llewellyn, ‘Ine. 


w 
Watson Manufacturing Company, 
PE EE AE LER LI FORE VEE 27 
Agency: Griffith & Rowland 
FE ara chtinalcd es wsaajepencs teen neicgoncucciiieicateny 86 


Agency: Halpern Advertising Agency, Inc. 


Burroughs Clearing House 

















How Calcasieu Marine National Bank’s 











“Open drawer policy” really packs ’em in! 


“Tt’s surprising that a small thing 
like a drive-in window’s deposit 
drawer can be so important in 
increasing business,” says Mr. 
Lloyd J. Baquet, Manager of Cal- 
= casieu Marine National’s South 
City Branch in Lake Charles, La. 


“Many of our depositors have 

commented favorably on our two 
Mosler ‘New Picture Windows.’ When asked for reasons, 
many were mentioned. One often cited is the window’s 
end-opening deposit drawer. 





‘For the first time I can see what I’m doing.’ 


“In the past, it took all kinds of gymnastics to get the 
hand up, over and into the drawer. Then the depositor 
had to grope blindly for his material. 





See what happens in 1,2 a second with Mosler’s deposit drawer. It’s automatic, draft-proof, end-opening. 


Integrated banking equipment by The Mosler Safe Co. 


Dept. N-9, 320 Fifth Ave., New York 1, N. Y. In Canada: Mosler-Taylor Safes Ltd., Brampton, Ontario 


“Our windows serve everything from trucks to small 
foreign cars. Again the deposit drawer is ideal. It’s 
electrically operated, can be extended to any point up 
to 14 inches...further if need be. In short, it’s designed 
to suit any size vehicle or depositor’s arm. 


“We’re really Mosler-equipped. In addition to our ‘New 
Picture Windows,’ we have two Century 7 Vault Doors, 
Day and Night Depository and 768 Safe Deposit Boxes.” 


PROBLEM SOLVING—A MOSLER SPECIALTY. From the larg- 
est bank vaults to the smallest safe deposit boxes, Mosler 
design and manufacturing experience is at your service. 
Mosler is the world’s largest builders of safes, vaults 
and banking equipment. 


Write for information on any kind of customer conven- 
ience and protection equipment. 











Here are the 


reasons why L OU Of 5 banks insures 
through Scarborough 


Insuring banks exclusively, Scarborough men are more 
familiar with your bank’s increasing loss exposures and 
what to do about them. Throughout the last 41 years, 
we have developed many exclusive All Risk and 
specially designed coverages to remove the hazards from 
your bank’s growing commitments. Today, banks that 
insure with Scarborough are even covered against risks 
that no underwriter can now foresee, much less write 
into the policy. ; 

In a brief visit—or correspondence—with a Scarborough 
man, you can learn more about your bank’s unprotected 
or partially protected exposures than in five or six visits 
with one not so experienced in banking operations. The 
Scarborough man may point out areas of overlapping 


insurance that now waste your bank’s insurance dollars. 


Or show you how to convert thin coverages into full 
coverages on your present budget. 

At the very least, your conference or correspondence 
with such a banking professional can give you a clearer 
understanding of your bank’s risk program requirements. 
Drop us a line. 

Ask for our informative brochure on bank insurance, 


which includes a summary of all Scarborough coverages. 


SCARBOROUGH & COM PANY 


BANK INSURANCE 
Since 1919 


First National Bank Building ¢ Chicago 3, Illinois 
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